


























Your Business Can Be Orphaned Too! 


Northwestern Mutual fieldmen are well equipped to develop the increasing market 
for business insurance. At this time—when Fire Prevention Week is focusing the 
attention of executives on the wisdom of insuring property values — Northwestern 
Mutual’s national and direct mail advertising is directing the attention of the 
executives to the vital necessity of protecting the greatest of all values — the 
‘‘brains’’ of the business. 


A dramatic and forceful magazine advertisement, of which the illustration 
and headline are shown above, will reach executive readers of NATION’S BUSI- 
NESS and TIME. 

Fieldmen are ready to develop and capitalize the interest aroused by this 
advertising, having recently been furnished a complete kit of tools, ‘‘Selling Life 
Insurance for Business Needs—From Wall Street to Main Street’’. Attention pro- 
voking pre-call letters, concise proposal forms, a new survey presentation book, 
and a revised Collateral Agreements book assist the fieldmen in cultivating, quali- 
fying, and closing their business insurance cases. 


, The 
Northwestern 
Mutual 


LIFE INSURANCE COMPANY 


The assets of the Northwestern Mutual, as reported to state insurance departments, now totala 
billion dollars —a great estate administered for the mutual welfare and protection of more 
than 600,000 policyholders with three billion seven hundred million of insurance in yorce. 
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We all need good will — can't get enough 


of it in any business. 


I have just discovered what I think is 
the difference between good will built by 
ordinary sales methods, and by the Planned 
Estate method.* 


When you just sell policies, you are 
sure of the good will of beneficiaries 
after the policies become claims. When 
you sell Planned Estates, you gain the good 
will of the policyholder. 


After all, death claims guarantee good 
will of beneficiaries, but does the policy 
sale guarantee good will of the buyer? 


It's the buyer's good will I need to make 


more sales NOW. 


It's easier to sell life insurance 
through good will from Planned Estates — 
and more profitable. I know. 
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*THE PLANNED ESTATE METHOD IS DESCRIBED IN A BOOKLET. 
WRITE C. C. FULTON, JR., Agency Vice President, FOR YOUR COPY. 
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Medical Directors 
Meet in New York 





Phoenix Mutual Official Asks 
Practicality in Limiting Bor- 
der Line Amount 


MORE BLOOD TESTS URGED 


Special Laboratory Checking Is Cited 
as Protection to the Life Com- 
pany and Applicant 


NEW YORK, Oct. 22.—The prac- 
tie of companies in limiting the 
amount they will accept on border line 
risks to a fraction of the amount ap- 
plied for was attacked by John R. 
Larus, vice-president and actuary, 
Phoenix Mutual Life, who addressed 
the annual meeting of the Life Insur- 
ance Medical Directors Association 
here this week. Dr. E. F. Russell, Mu- 
tual Life of New York, presided. 

“This practice not only seems to vio- 
late theoretical grounds,’ Mr. Larus 
declared, “but to have little practical 
justification.” If 100 border-line ap- 
plications for $100,000 each are re- 
ceived, the company which attempts to 
select the best quarter of them except- 
ing those for the full amount and re- 
jecting the others outright, should ob- 
tain more favorable results than the 
company which accepts all of them for 
$25,000 assuming that the first com- 
pany’s underwriting judgment as_ to 
the ones it chooses results in a selec- 
tion-even slightly better than if it had 
automatically accepted every fourth 
case; each company will have the same 
total amount and risks on individuals 
of the same class. 


Acceptance of Unprofitable Risks 


“A surprising number of companies, 

however, still rely on the “limited 
amount” method of underwriting 
doubtful cases; possibly they can point 
with pride to the limitation if an early 
claim eventuates although the very fact 
of refusing to take the normal amount 
in such a case appears to indicate the 
acceptance of a risk which they are tac- 
nine to be presumably unprof- 
itable, 
_ “In the substandard : field however, 
it seems proper from practical grounds 
to adopt lower limits than for standard 
cases, for if any company conspicuously 
raised its substandard acceptance, it 
would get more than its share. of busi- 
ness in which we are admittedly still en- 
gaging in experimental research; not 
only would it receive larger units, but 
agents of other companies would be 
quick to realize the enlarged field for 
their substandard overflow.” 

Mr. Larus said that a somewhat an- 
alogous situation would be faced by a 
company which adopted conspicuously 
liberal underwriting practices. The 
avalanche of applications in the high 
(CONTINUED ON PAGE 17) 


Features Observed at the 
American Life Convention 





At the meeting of the Industrial Sec- 
tion of the American Life Convention in 
Dallas the point was made on different 
occasions by various people that there is 
a greater tendency on part of smaller and 
medium sized companies that have been 
writing only ordinary insurance to enter 
the industrial life insurance field. All 
hands appreciate the fact that the or- 
ganization and maintenance of an indus- 
trial department is more complicated and 
expensive than is the case with the han- 
dling of the ordinary life machinery. Be 
that as it may, some of the speakers 
brought out the fact that the greatest 
progress has been made by companies 
writing industrial insurance. For ex- 
ample, President L. F. Lee of the Occi- 
dental Life of Raleigh, N. C., who also 
heads the Peninsular Life at Jackson- 
ville, Fla., stated that from a comparative 
standpoint the Peninsular, which is an 
industrial company, is outstripping the 
other company just because it is in the 
industrial field. 


See Psychology in the Trend 


Executives seem to feel that there is a 
well defined psychology in this move- 
ment and changing sentiment and prac- 
tices of the times must be taken into 
consideration. Most people are budget- 
ing their expenses on the weekly or 
monthly plan. If they pay life insurance 
premiums even quarterly or semi-annu- 
ally they do not seem to have the ability 
to save enough money to meet the pre- 
miums when they come due. They are 
able to make the payments on the weekly 
plan. A number of companies have es- 
tablished monthly payment departments 
and while the monthly payment plan is 
more expensive it has served to decrease 
lapses. The fact that so many commodi- 
ties are purchased on the instalment plan 
undoubtedly has had its effect. 

Furthermore the collection system 
of the industrial companies brings a man 
around to the house once a week. At 
least the woman of the house is im- 
pressed with these weekly calls and the 
payments of the premium become sys- 
tematic. These companies find that the 
weekly payment plan is more satisfac- 
tory and convenient to a growing num- 
ber of people. They are purchasing so 
many things on the instalment plan that 
the frequency of payment on obligations 
is stressed and has become crystallized. 


Control Over Agents 


Another point made was the effect of 
the greater control the companies have 
over industrial agents. They are obli- 
gated to do their work more systemat- 
ically. They have more frequent con- 
tacts with their offices where work is 
laid out in a very definite way and the 
companies are able to command these 
agents with far greater efficiency than 
they do the ordinary men. All agents 
realize the fact that the average sized 
policy has been reduced. Many men 
who are writing ordinary insurance find 
it difficult to et down to lower levels, 
yet they realize that it is necessar y to 
write more policies at lesser amounts. 
The industrial men are accustomed to 
these small sums, 

The smaller and medium sized com- 








panies entering the industrial field are 
greatly interested in the effort to have 
an information or central bureau estab- 
lished at the headquarters of the Amer- 
ican Life Convention, which will devote 
itself solely to industrial life companies. 


Change in Business Session 


President J. B. Reynolds of the 
Kansas City Life introduced a resolu- 
tion at the business session, that here- 
after the executive session be held 
either the afternoon or evening of the 
second day of the convention which 
comes on Thursday. Inasmuch as the 
American Life Convention starts its 
activities Monday morning, by Thurs- 
day night, many of the people leave 
and hence at the last session which is 
very important at times, the attendance 
is greatly diminished. This can be made 
a very illuminating part of the pro- 
gram. President Reynolds stated, for 
instance, that he would rather have a 
half dozen or so executives give their 
opinion on the social security act than 
to have a highly technical academic dis- 
course. He called attention to the fact 
that there are a number of problems 
confronting companies and an exchange 
of views in a more or less informal 
manner would be highly educational 
and helpful. Frequently members are 
anxious to get away Friday afternoon 
and the business is dispatched with 
greater rapidity than would be neces- 
sary under ordinary conditions. 

There are two officials who are 
founders of the American Life Conven- 
tion still alive and active, they being 
President J. B. Reynolds of the Kansas 
City Life and President Isaac Miller 
Hamilton of the Federal Life, both of 
whom were presidents of the A. L. C. 
Mr. Reynolds served in that capacity 
twice, he being the only one to hold 
such a record. 

The American Life Convention goes 
forward with a very strong executive 
committee. It is acknowledged that two 
well known and very successful southern 
executives have added to the prestige 
of the committee. C. A. Craig, chair- 
man of the board of the National Life 
& Accident was appointed by the com: 
mittee in mid-season to fill the vacancy 
caused by the death of the late Presi- 
dent, U. S. Brandt of the Ohio State 
Life. At the annual meeting, Julian 
Price, president of the Jefferson Stan- 

(CONTINUED ON PAGE 4) 


September Sales Up 3%, 
Research Bureau Reports 











Sales of ordinary life insurance for 
September were 3 percent better than 
last year, according to the Life Insur- 
ance Sales Research Bureau. Sales for 
the first nine months were off 5 per- 
cent. For the year ending Sept. 30, 
sales were 3 percent off. 

Generally speaking, the trend of sales 
in western sections of the country as 
compared with the previous year is bet- 
ter than.in the east, the bureau re- 
ports. Increases for September were 
shown by all districts except the middle 
Atlantic and west north central. 


‘ment Problems; 





Program Ready for 
Joint Chicago Meet 


Research Bureau and Agency 
Officers to Hold Sessions 
Nov. 10-12 


M. J. CLEARY TO SPEAK 


One Day to Be Devoted to Series of Four 
Group Discussions on Timely 
Subjects 


Complete program for the annual 
meeting of the Sales Research Bureau 
and Life Agency Officers to be held Nov. 
10-12 in the Edgewater Beach Hotel, 
Chicago, is announced by Manager J. 
M. Holcombe, Jr., of the bureau. There 
will be addresses on timely agency sub- 
jects by officers of member companies 
and papers prepared by members of the 
bureau staff. President M. J. Cleary of 
the Northwestern Mutual Life will give 
the concluding address. 


A series of group discussions Nov. 11, 
led by company officials will be a feature. 
There will be four of these group meet- 
ings, led by H. E. North, vice-president 
Metropolitan; V. B. Coffin, superinten- 
dent of agencies Connecticut Mutual; E. 
B. Stevenson, Jr., vice-president National 
Life & Accident, and Frank P. Sam- 
ford, president Liberty National. The 
first session is scheduled to start at 9:45 
a.m. The full program is: 


Tuesday, Nov. 10 


“Opening Remarks,” O. J. Arnold, 
chairman Research Bureau directors; 
president Northwestern National. 

“Fifteen Years of Sales Research in 
Life Insurance,” J. M. Holcombe, Jr., 
manager Research Bureau. 

“Agency Planning and Selling Cost,” 
L. S. Morrison, Research Bureau. 

“Compensation— Today and Tomor- 
row,” W. S. Penny, director of agencies 
Sun Life of Canada. 

“Present Economic Situation and Its 
Relation to Life Insurance,” C. L. Ben- 
ner, vice-president Continental Ameri- 
can. 

“Using a Persistency Rating Chart,” E. 
C. Kelly, Jr., field supervisor, Home of 
New York. 

“Agency Management,” Rensis Likert, 
Research Bureau. 

“Sales Presentations Which Stay Pre- 
sented,” the famous Borden and Busse 
presentation now shown in the “talkies.” 


Wednesday, Nov. 11 


“Opening Remarks,” W. W. Jaeger, 
chairman Research Bureau executive 
committee, vice-president Bankers of 
Iowa. 

Symposium: “Some Current Manage- 
How We Are Meeting 
Them—Successfully and Unsuccessfully,” 
D. Gordon Hunter, vice-president and 
agency manager Phoenix Mutual; C. D. 
Devlin, general superintendent of agen- 
cies, Confederation Life; Richard Bois- 
sard, vice-president Guardian National. 

“Supervision of Agencies by the Home 


“Information Necessary for Supervi- 
(CONTINUED ON PAGE 17) 
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Cooperatives 


Invade Insurance Field 


Planning to 





NEW YORK, Oct. 22.—A develop- 
ment which may furnish far more com- 
petition to the established practices of 
acquiring new business than the Massa- 
chusetts savings bank plan could ever 
produce is the growing importance of 
the consumers’ cooperative movement, 
and in particular its plans to have its 
own life insurance company so as to 
finance cooperative enterprises and ren- 


der them independent of control by 
financial interests which might be un- 
sympathetic. 


At the recent national convention of 
cooperative societies in Cleveland, M. D. 
Lincoln, executive secretary of the Ohio 
Farm Bureau, proposed that consumers 
should transfer their savings from sav- 
ings banks and insurance companies 
‘which now finance “profit” business to 
cooperative banks and insurance com- 
panies, which of course would be pri- 
marily interested in financing cooperative 
enterprises. 

Keen Fight Expected 


The cooperative movement, as was 
pointed out at the Cleveland conven- 
tion, has been denounced by the United 
States Chamber of Commerce and is 
looking for a keen fight from established 
business. Mr. Lincoln quoted the state- 
ments of a German cooperative leader 
who came to this country in 1924. One 
of his first questions was, “Where are 
your cooperative banks and insurance 
companies?” He was quite surprised to 
learn that no particular progress had 
been made in this direction. 

“Some time you are going to find 
yourselves in a bottle and someone else 
will be holding the cork,” the German 
authority warned. 

It is said by cooperative spokesmen 
that the transfer of members’ allegiance 
to cooperative banks and insurance com- 
panies would not mean the switching of 
permanent life insurance where the pol- 
icyholder would stand to lose by the 
change. Efforts would rather be con- 








Citizens of 84 Are to 
Learn Merits of C. L. U. 


EIGHTY-FOUR, PA., Oct. 22. 
—Joseph Futz, expert life insur- 
ance man, has called a meeting 
for next Friday evening at Eman- 
uel Lutheran Church in the men’s 
Bible class room where he will 
confer with anyone interested in 
knowing about the C. L. U. degree 
that is used in life insurance. Mr. 
Futz explains that this degree is 
awarded by the American College 
of Life Underwriters, a university 
at Philadelphia that is near the 
University of Pennsylvania. He 
has received a letter from David 
McCahan who is the dean of the 
university, telling about the work 
and urging Mr. Futz to pursue 
the course of study and win the 
degree. Mr. Futz declares that 
the C. L. U. degree is very much 
akin to the D. D. awarded theo- 
logical students and the M. D. to 
physicians. The course is a com- 
prehensive one and when a person 
secures the degree he is competent 
then to sell life insurance to any- 
one, however great he may be. 
Mr. Futz is interested in promot- 
ing a class in Eighty-Four and 
has invited Holgar J. Johnson of 
Pittsburgh, general agent of the 
Penn Mutual Life, and one of the 
topnotchers in the life insurance 
field, to give an address. Ejighty- 
Four will certainly look with 
pride on one of its distinguished 
citizens when Joseph Futz C. L. 
U., can thus sign his name. 











centrated on having members take out 
new insurance when they did so with 
the cooperative soxieties’ life company. 
Agents would not be dispensed with in 
tne acquisition of new business, but the 
scale of commissions would be pitched 
so as to take account of the fact that 
members would be much easier to sell 
because of already belonging to coopera- 
tive societies, 

Mr. Lincoln’s organization, the Ohio 
Farm Bureau, has for some time been a 
pioneer in the cooperative field.. Late 
last year the bureau obtained the con- 
trolling interest in the Life Insurance 
Company of America, the former Amer- 
ican Insurance Union of Columbus, 
Ohio, and renamed it the Cooperative 
Life. The bureau also owns and oper- 
ates the Farm Bureau Mutual Automo- 
bile and the Farm Bureau Mutual, a 
fire company. 


Example of Auto Mutual 


As an example of what can be done 
through organization connections, the 
automobile company which started busi- 
ness from scratch in 1926 with $10,900 
lent to it by the Farm Bureau, had at 
the. end of 1935 admitted assets of 
$4,460,155 and a surplus of $600,000. The 
Country Life of Chicago has cooperative 
connections, as it works through county 
farm bureaus, but cooperative activities 
have not been stresscd so much as in 
Ohio. 

Obviously, the competitive importance 
of a special life insurance company, or 
companies, bidding for the business of 
cooperative society members on the plea 
that they will be serving their own in- 
terests and not investing in institutions 
which finance their competitors depends 
entirely on whether the present flare-up 
of interest in the cooperative principle 
proves to be the forerunner of such 
steady progress as has been made in 
Sweden and England, or whether it is 
merely a manifestation of rebellion 
among consumers which will die down 
as soon as a reasonable degree of pros- 
perity comes back. 


Effect of Prosperity 


Returning prosperity has a dampen- 
ing effect on the enthusiasm for coop- 
erative buying, which has in some cases 
been fatal. Retailers and wholesalers 
alike are quick to see in the cooperative 
movement a threat to their livelihood. 
Savings on the usual staple articles can- 








not be enormous and it is difficult to 
get the typical American family sold 
on the idea of living more abundantly 
by spending more wisely. They are ac- 
customed to improving their living 
standards by larger incomes rather than 
by making existing incomes go further. 

Unless cooperative society members 
are thoroughly sold on the principle of 
consumers cooperating and unless they 
have faith in the local society’s intelli- 
gence and efficiency, it will be hard to 
hold the members together when local 
merchants start price wars. The coop- 
erative can usually win out in a price 
war if it can hold its members together. 


Can Use Extensive Financing 


While it might be thought that the 
cooperative movement would need 
financing mainly at the start while local 
societies are getting organized and con- 
sequently would not need funds later 
on, the manner in which the cooperative 
movement spreads is such that it can 
use additional financing even after it 
grows to large proportions. It is for 
lack of funds that the cooperative socie- 
ties cannot always invest in the prime 
securities of their own enterprises. For 
example, there is a cooperative apart- 
ment house in New York City on which 
the first mortgage is held by a large 
savings bank. The second mortgage is 
held by the cooperative society members. 

In a case like this if the cooperative 
movement had its own life company, 
there would be funds available to take 
care of the first mortgage. Similarly, 
the more funds which are available for 
investments, the nearer the cooperative 
movement can come to owning and 
operating all its own manufacturing and 
distribution facilities, with consequent 
increased efficiency and lower net prices 
to members. 


No Connection with Sinclair 


One point should be made clear in 
connection with the consumers’ coop- 
erative movement. It has nothing in 
common with the self-help cooperative 
plan advanced by Upton Sinclair of Cal- 
ifornia. The consumers’ cooperatives 
are the means by which consumers buy 
through their own organizations instead 
of through independent middle men. 
The unit is the local cooperative society. 
Each member has one vote regardless 
of the amount of his purchases or con- 
tributions to the fund. These local as- 
sociations buy from cooperative whole- 
sale organizations which the local 
societies own. The typical life insurance 
tie-up in England is to have a stock life 
company owned by the central coopera- 
tive organization. The central organiza- 
tion is in turn controlled by the local 





cooperatives through delegates. 


Says Supervisor Must Be 
More Than Brokerage Man 





NEW YORK, Oct. 22.—The super- 
visor with ambition to do more than a 
routine job should see to it that he 
makes himself a real assistant to his 
general agent or manager in recruiting 
and training a full-time organization and 
not merely confine himself to soliciting 
brokerage business, R. D. Lichterinann, 
production manager, Keane agency 
Massachusetts Mutual, told members of 
the New York City Life Supervisors 
Association at the first luncheon meet- 
ing of the season. 

Mr. Lichtermann is chairman of the 
program committee for the coming year. 
He plans to have speakers who will talk 
on the recruiting, training and managing 
of full-time men rather than on broker- 
age solicitation, since the latter angle 
has been very thoroughly covered at 
previous meetings. 

Supervisors, he said, should regard 
themselves as potential general agents 
and hence should be sure that they are 





getting a well rounded experience which 





will make them desirable general agent 
material for their own companies, or, if 
their own companies have no opening. 
then for other companies. Too exclusive 
a concentration on brokerage solicita- 
tion, he warned, may result in the su- 
pervisor’s being left high and dry when 
a period of slack business comes along’ 
and it becomes impossible to get a re- 
spectable amount of business from 
brokers. He also pointed out the possi- 
bility that any company for one reason 
or another may decide that it no longer 
desires the brokerage business. 


Has Many Obligations 


In either case the supervisor who has 
not made himself valuable to the general 
agent in other ways than obtaining 


brokerage business may find his useful- 
ness to the agency at an end, Mr. Lich- 
termann said. The supervisor who is 
constantly bringing in new men and 
is willing to make service calls and teach 
new men in spite of a quota of his own 
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To Preside at New York | 
Meet of Life President} 
a 




















WILLIAM H. KINGSLEY 


William H. Kingsley, president of the 
Penn Mutual Life, will be the chairman 
of the 30th annual convention of the Life 
Presidents Association at the Waldori. 
Astoria, New York City, Dec. 3-4, He 
has been connected with the business 
for 51 years, starting as office boy. He 
is to make the opening address at the 
Life Presidents meeting. 











Finds Sharp Gains in Life 
Expectancy of Industrial 





Life expectancy at birth of the 17- 
000,000 industrial policyholders of Metro- 
politan Life in the United States and 
Canada for the first time has passed 
60 years. This is only slightly lower 
than for the general population in which 
is included a large proportion of per- 
sons in the higher income group with 
better than average mortality records. 

The life expectancy of insured policy- 
holders in 1911 to 1935 showed a gain 
of 13.62 years, advancing to the record 
figure of 60.25 in 1935. 

The life expectancy at birth for the 
United States registration area showed 
a gain from 1911 to 1934 of only 7.75 
years, reaching 60.79 years in 1934. 

Metropolitan reports that .white males 
at age 10 in the urban areas of the 
United States gained 3.95 years of life 
from 1910 to 1930, while white males 
among industrial policyholders at the 
same age gained 6.77 years. The cor- 
responding gains for white females were 
4.22 and 5.48 years, respectively. 

Metropolitan states that if this ad- 
vantage is maintained, the day may be 
anticipated in the near future when the 
longevity of the wage earning popula- 
tion will equal that of the general popu- 
lation. 








will not cause his general agent any 
worries if his brokerage production 
should drop off, since his work with the 
full-time men may be more valuable 
than any brokerage business he could 
get. 

Other committee chairmen appointed 
by the new president, James F. Mac- 
Grath, Cerf agency, Fidelity Mutual 
Life, are Robert Lahm, Wofford agency, 
Prudential, entertainment, and Carl 
Smith, Fraser agency, Connecticut Mu- 
tual, public relations. 





Extension Course in Florida 


An extension course in life underwrit- 
ing will be offered to insurance men by 
the University of Florida, according to 





an announcement in Jacksonville. 
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Transamerica in 
Another Proposal 
















dental Life Presents a Revised 
Plan to Take Over the 
Pacific Mutual 


Occi 


IS OPPOSING IT 


STATE 


Judge Willis Insists That the Hearing 
Shall Go On Without Any 
Further Delay 











LOS ANGELES, Oct. 22.—Insurance 
Commissioner Sullivan of Washington, 
petitioning as an intervenor in the Pa- 
cific Mutual Life case declared that he 
preferred the proposal of the Trans- 
america Corporation whereby the Occi- 
dental offers to take over the Pacific 
Mutual over the rehabilitation plan of 
Commissioner Carpenter of California. 
Commissioner Sullivan told the court 
that an insurance company with im- 










EY y 
paired reserves needs additional cap- 
dent of the ital and it would be “sheer folly to 
€ chairman reject a proposal such as the Trans- 
of the Life america has submitted to furnish 
Waldorf. $12,000,000 for the added protection of 
C. 8-4. He policyholders.” Commissioner Carpen- 
© business ter stated that his plan contains a pro- 
* boy. He vision for mutualization which has 
ess at the been recommended by commissioners 
of other states. 
.- (LOS ANGELES, Oct. 22. The hear- 
sife ing on ihe Pacific Mutual Life came up 
dustrial Monday and an attempt was made to 
postpone the case. Judge Willis, how- 
the 17 ever, denied a motion of attorneys rep- 
of Mets. resenting various policyholders’ groups 
ates and to further delay the hearing. These 
S passed lawyers sought postponement, desiring 
ly lower further time to consider the proposed 
—_— reorganization plan filed Saturday on 
ms ha behalf of the Transamerica interests. 
records, After the court ruled, Commissioner 
1 policy- Carpenter stated he was ready to pre- 
la gain sent his own plan of reorganization. 
> record The hearing centers about an order to 
show cause why Commissioner Carpen- 
for the ter’s plan should not be adopted. In the 
showed hearing the Transamerica and other 
ily 7.75 plans are to be considered. 
134, Giannini Presents Plan 
pays L. M, Giannini, president of the Occi- 
of Ble dental Life of this city, a subsidiary of 
males the Transamerica, filed its new plan. It 
at the offers to take over the Pacific Mutual 
1e cor: and organize it into two new companies, 
paying into them $4,600,000 cash and 


Ss were 
y. $7,500,000 more in instalments of $500,- 


is ad- 000 annually. 
lay be State’s Attorney Webb in his protest 
en the against the Occidental Life offer bases 
opula- his opposition on the state insurance 
popu- code which he said specifies that the 

Insurance commissioner once he is ap- 
—— pointed conservator should present a re- 
ee habilitation plan. If that plan. fails the 
Bes commissioner then should seek a buyer 
tae one iain there he would then have to 
seal iqufdate the company. 
could Features of Occidental Proposal 
sila The Los Angeles county grand jury 
ae recalled as a witness C. A. H. Narlian, 
staal a New York City accountant, who made 
wen an audit of the books last year. He was 
Carl followed by. George Armstrong, auditor 
Mu- of the district attorney’s office. It was 
: Stated that they were questioned regard- 

ing examinations they made of the ac- 

counts, 

In the Occidental Life offer one of 
a the new companies to be organized 
vrit- would be an active life company. It 
1 by would reinsure without lien the life poli- 
yr to cies of the Pacific Mutual, participating 
(CONTINUED ON LAST PAGE) 











Utilization of Attorneys 
Is Way to Get Cooperation 





HIRST MAKES SUGGESTION 





Tells New York Managers Tangles 
Due to Lack of Lawyers’ Services 
Can Be Avoided 


NEW YORK, Oct. 22.—The best 
way for life insurance men to get the 
cooperation of lawyers is to make sure 
that in arranging life insurance setups 
the services of an attorney are utilized 
wherever there is reason they should be, 
Albert Hirst, counsel New York State 
Life Underwriters Association, told 
members of the Mid-town Managers 
Association. 

He emphasized that he did not mean 
insurance men should make work for 
lawyers or bring them into cases need- 
lessly, but there are many cases where 
bad tangles have been caused by lack 
of a lawyer’s services. He mentioned 
that the subject of cooperation with 
lawyers is extremely timely just now 
since the new president of the New 
York City Life Underwriters Associa- 
tion, R. G. Engelsman, recently created 
a committee for this purpose with Asso- 
ciate General Agent L. G. Simon of 
the Equitable of New York as chair- 
man. 

There is a threefold benefit from hav- 
ing a friendly attitude on the part of 
lawyers, Mr. Hirst said: First, there is 
the lawyer’s personal insurance. Many 
lawyers make a good income, but when 
they die they leave little in the way of 
tangible assets. Then, the lawyer is in 
position to influence the placing of life 
insurance, or at least not to block it. 
Lastly, it is desirable that the legal 
profession recognize the professional 
status of life underwriting. 

The lawyer, Mr. Hirst said, has the 

(CONTINUED ON LAST PAGE) 








Tells Fire Agents About 
Agency Practice Move 



















































JAMES M. HAMILL 


Two life insurance leaders were fea- 
tured on San Jose program of the an- 
nual meeting of the California Associa- 
tion of Insurance Agents—the fire and 
casualty organization. They were Karl 
L. Brackett, president California State 
Association of Life Underwriters and 
James M. Hamill, Equitable Life of 
New York, past president San Francisco 
Life Underwriters Association. They 
conferred with leaders among the fire 
and casualty agents and brokers in the 
interest of bringing about improvements 
in California’s agents qualification law. 
Mr. Brackett made a brief address at 
the meeting in which he referred to the 

(CONTINUED ON PAGE 16) 








short time ago:— 


than I have found mine. 


Independence Square 





“I Circle the ‘15’” 


Our Mobile representative said this at a Convention a 


Under the glass top of my desk I have a large annual calendar, 
showing at a glance the 365 days of the year. Some years ago I 
began to mark with a circle the days upon which a beneficiary’s 
income check was due. Say that it was on the 15th day of the 
month, the policy being payable in monthly income. 
“15” in each of the 12 months. My ambition is that every date shall 
have one or more circles around it, each representing a monthly 
income payment to a beneficiary. A number of dates have no circle 
yet, and the job is not done—nor, probably, will it ever be done. 
But I shall count my life well lived if there is a steady and ever- 
increasing flow of income money into the homes of widows and 
orphans, college students, and old folks who are reaching the sunset 
years; and those who follow me will find their task much easier 


A life successfully motivated by this underwriter’s ambi- 
tion is well lived indeed. His is the spirit of every con- 
scientious life insurance representative. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


I circle the 


PHILADELPHIA 























Home Office Men 
Arrange Program 





Open Forum to Feature Associa- 
tion’s Fall Session 
Nov. 16 






TO MEET IN NEW YORK 


. 







Business 
Insurance, Medical Points Among 


Aviation Exclusion Riders, 


Topics to Be Discussed 


22 





NEW YORK, Oct. An open 
iorum covering aviation exclusion rid- 
ers, business insurance, underwriting of 
bankrupts, handling of medical points, 
and removal of extra premium charges 
for occupation or residence will be a 
feature of the fall meeting of the Home 
Office Life Underwriters association 
Nov. 16-18 at the Hotel Roosevelt. In 
addition there will be the usual under- 
writing clinic at which there will be 
discussion of selected cases. 

The first day will be devoted to the 
occupational committee program. The 
first general session on the following 
day will be opened by the presidential 
address of Malcolm Adam, assistant 
vice-president Penn Mutual Life. Presi- 
dent J. A. Fulton of the Home Life of 
New York will speak “The Relation- 
ship Between the Underwriting Execu- 
tive and the Other Othcers of tne Com- 
pany.” There will be a prepared dis- 
cussion of this paper by E. E. Reid, 
general manager London Life. 

Underwriting Clinic in Afternoon 


The underwriting clinic will take up 
the entire afternoon session. ‘Cases for 
the clinic have been compiled by J. G. 
Late, underwriter Aetna Life. 

The final day’s program includes ad- 
dresses on “Some Underwriting Prob- 
lems Connected with the Underwriting 
of Alcoholic Habits Cases,” by A. J. 
McAndless, executive vice-president 
Lincoln National Life; ;“Overweights 
Without Other Impairments and Over- 
weights with Other Impairments,” by 
Pearce Shepherd, assistant actuary 
Prudential. This paper will be dis- 
cussed by Leigh Cruess, underwriting 
vice-president Home Life of New 
York, secretary of the association. 


Open Forum Subjects 


Following is the outline of topics and 
sub-topics for the informal discussion 
on the afternoon of the final day! 

1.—Aviation: 

a. Some companies do not use avia- 
tion exclusion clauses in certain states, 
although such clauses are permitted by 
the insurance commissioners of these 
states. What considerations underlie 
this underwriting practice? 

b. If applicant is resident in a state 
which does not permit the use of avia- 
tion exclusion riders, is it proper to have 
application signed and examination made 
in a nearby state which permits the use 
of such riders? 

ec. What is company practice with re- 
gard to double indemnity and disability 
coverage in policies written with an 
aviation exclusion rider? 

2.—Business insurance: 

a. How should “plowed back” profits 
be considered in estimating applicant’s 
income for (1) business insurance and 
(2) personal insurance? How to con- 
sider insurance premiums paid by busi- 
ness? 

b. Should double indemnity and 
waiver of premium benefits be granted 
in cases of business insurance? 

3. What underwriting rules are ob- 
served when applicant is a bankrupt? 

4. How far should the law under- 
writer go in deciding a case which has 
a medical point without sending it to 
the medical director? 


(CONTINUED ON PAGE 16) 











THE NATIONAL UNDERWRITER 





October 23, 19% 














THE WEEK IN INSURANCE 





Program of Research Bureau-Agency 
Officers joint annual meeting in Chicago 
Nov. 10-12 is announced. Pagel 

ok a 

Life Insurance Medical Directors Asso- 
ciation holds annual convention. 

Pagel 
ik! a 

Developments in the 

Life case are reviewed, 
+ *K 


_ Cooperatives planning to invade the 
insurance field, Page 2 


Pacifie Mutual 
Page 3 


Human guinea pigs in form of three 
live prospects take part in Pittsburgh 
sales congress demonstrations. Page7 

* 

Attorneys’ cooperation with agents 
can be easily secured by agents, Albert 
Hirst tells New York Midtown Managers 
Association. Page 3 

* 


W. H. Kingsley, president of the Penn 
Mutual Life, will be chairman for the 
annual convention of the Association of 
Life Insurance Presidents. Page 2 

* Ox 

R. D. Lichtermann, production man- 
ager of the Keane agency of the Massa- 
chusetts Mutual, spoke before super- 
visors association in New York City. 

Page 2 





Important features of annual meeting 
of American Life Convention in Dallas 
are reviewed. Page 1 


Second-grade bonds are showing good 


profits for companies which bought them 
during last year and earlier. Page 5 


* * * 

James M. Hamill tells California fire 
agents of move to improve agency prac- 
tices. Page 5 

* Ox 

Prominent men in New Jersey and the 
Newark metropolitan district were re- 
ceived by President Duffield of the Pru- 
dential at the luncheon celebrating its 
61st anniversary, Page 12 

oe 3 

Home Office Life Underwriters Asso- 
ciation will meet Nov. 16 at Hotel Roose- 
velt, New York. Page 3 


Southern Life’s First Statement 


The Southern Life of Atlanta com- 
pleted its first year of active business 
July 31. The first annual statement 
shows total assets $643,462, capital $327,- 
680 and surplus $303,210. é 

The company does business only in 
Georgia. W. L. Moore, formerly presi- 





dent of the Atlanta chamber of com- 
merce, is the chairman of the board and 
Lewis A. Irons, formerly deputy insur- 
ance commissioner of Georgia, is ex- 
ecutive vice-president in active charge 
of operations. 


Scores Saddling Disability 
Losses on Non-Can Holders 





Inclusion of any reserves for future 
premium deficiencies under total and 
permanent disability benefits or under 
annuities in the funds paid over to re- 
insure the life business of the Pacific 
Mutual Life 100 percent would be an 
injustice to non-can policyholders, ac- 
cording to Lee J. Wolfe, New York city 
consulting actuary. Furthermo:e, he 
points out that any deficiencies in the 
life end are to be made up out of ten 
percent of the profits of the participat- 
ing business and all of the non-par 
profits, which have priority over the 
non-can policyholders. Mr. Wolfe, who 
has been a non-can policyholder for a 
number of years, contends that there is 
practically no difference between life 
insurance disability benefits and the 
non-can policies and that losses last 
year on disability were $779,421, and 
annuity losses for the same year were 
$116,900. 














STRONG 





IEGTIMUNIAL 
lo Management 


Every NWNL fieldman knows the vital importance of Management in the 
upbuilding of a life insurance company. In his own Company he has a striking 
example of how careful, expert management—sound, yet progressive—has been 
able to keep sales curves and surpluses climbing steadily through bad times. as 
well as good.***lt is true that NWNL’s remarkable depression record would 
not have been possible without the well-directed and untiring efforts of an un- 
usually capable Agency Organization. But their efforts would not have been 
nearly so resultful if a straight thinking, foresighted management had not been 
continuously and vigilantly “on the job’, shaping sound policies, building and 
holding public confidence in the Company's absolute stability and fair dealing. 
***So it has become an NWNL tradition that in October of each year the 
Agency Organization pays a special tribute to NYWNL’s President and Manag- 
ing Director, O. J. Arnold, who has led the Company through this period of 
most satisfying progress.***\Why October? Because in that month eleven years 
ago President Arnold first took the helm. € And also because October is Presi- 
dent Arnold’s birth month.*** October always is Arnold Month, and in 1936, 
as before, NWNL fieldmen have enthusiastically embraced the opportunity to 
honor the leader whose warm friendship and untiring efforts in their behalf 
have won for him their deep respect and affection. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 
Minneapolis, Minn. 


LIBERAL 
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Features Observed at the 
American Life Conventiy, 


(CONTINUED FRU” PAGE 1) 


dard Life was elected as a new mem, 
These men are representative of 4, 
best companies in the south. The 
have companies that stand high jp the 
estimation of the fraternity, 

The program this year was varigi 
and interested a number of people fron 
many standpoints. The Financial Se, 
tion is one of growing importance OWing 
to the many problems confronting ¢, 
ecutives in their financial operation: 
Then again, the Industrial Section h,, 
come to be more important due to the 
fact that more companies are entering 
the industrial field. 

The Legal Section this year too, 
steps to establish an associate member. 
ship to which might be admitted attor. 
neys having a life insurance practice o; 
those representing small companies tha 
cannot qualify for membership. The 
plan is to have them receive the “Leg,| 
Bulletin” and attend the Legal Sectioy 
meetings if they so desire but they are 
not given any other privileges of A.L.C. 
membership, nor have they any vote. 





Sales Ideas Presented 


At the monthly meeting of the Cleve- 
land Life Underwriters, L. H. Fletcher, 
general agent Continental Assurance, oi- 
fered his method of practicing “Time 
and Commission Control.” He uses a 
shorthand method of his own in tabu- 
lating the experiences of the day. He 
believes that only the actual interviews 
count and does not need a complete his- 
tory of every case before calling on 
them. Ability to pay is his big guiding 
factor. Even his children help him se- 
cure prospects by furnishing the names 
of their classmates, whereupon Mr. 
Fletcher looks up their parents in the 
directory and calls on those of sufficient 
means to take out insurance. He has 
many prospecting short cuts and his 
wife aids him a great deal in working 
out his program. 

Max M. Matusoff, Mutual Benefit 
Life, spoke on “Service and Prestige in 
Selling.” He advised that he obligated 
the buyer or prospect and not himself. 
In his approach he says the company 
is going over its files and wants to be 
sure that the policyholder’s insurance 1s 
set up in the best way to serve him. 
His story is constantly one of service. 
He doesn’t sell but makes a prospect 
want to buy. He analyzes one’s insur- 
ance and gives him the picture, after 
which he can make his own deductions. 
He even uses his own fountain pen in 
order not to obligate himself. 


“Read-Plan-Apply” System 

William H. Kee, Brooklyn manager ot 
the Mutual Life of New York, spoke to 
the Life Underwriters Association ot 
Northern New Jersey in Newark on 
the “Read-Plan-Apply” system to 1n- 
crease paid production. 

The “R. P. A.” plan means more read- 
ing of what is going on in the life in- 
surance world, planning where to go and 
then applying the plan in an intelligent 
manner. Every life underwriter should 
have a definite plan for each month. 

R. L. Duffield, of the editorial staff of 
the New York “Times,” talked_on the 
“World of Today.” The United States 1s 
standing on the verge of a tremendous 
boom, he said. Business failures have 
decreased, factory outputs have shown 
an upward trend, railroads, steel mills 
and business conditions are improving 
rapidly. , ne 

Ernest Finch, Sr., Guardian Life, 
Newark, was selected as chairman Oo! 
“Life Insurance Week” in New Jersey. 


A. Broaddus Johnson Resigns 


A. Broaddus Johnson has resigned as 
agency manager of the equitable life ot 
New York in New York City to devote 
his entire time to personal production. 
He will be associated with the Prosser 























& Homans agency in New York. 
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Cc. F. ODONNELL, Dallas 


Judge C. F. O’Donnell, president of 
the Southwestern Life of Dallas, was a 
member of the local executive commit- 
tee of Dallas officials in charge of the 
general arrangements for the annual 
meting of the American Life Conven- 
tion held in his city last week. He 
took a prominent part in all the activ- 
ities and served as chairman of the fi- 
nance committee. He is one of the 
outstanding executives in his state. 








“Election Campaign” Votes 
Based on Agents’ Production 





The Business Men’s Assurance has 
just staged its own “election campaign.” 

Two candidates were put up, Prosper- 
ity Pete and Lazy Lem. Salesmen who 
did not produce any business the third 
week in September voted 150 points for 
Lazy Lem; those who didn’t produce the 
last week in ‘September voted 150 for 
Lem, and those who didn’t produce either 
week threw an extra 100 votes into Lem’s 
camp, making a total of 400. 

Salesmen who produced in the two 
weeks voted once for Prosperity Pete 
tor every $1 of written business premium, 
and twice for every $1 of paid business 
premium. 

The results of the voting were 76,239 
votes for Pete, and 45,300 for Lem. Pete 
ran under the banner of the Go-Getter 
Party, Lazy Lem for the opposition. 


Iowa Federation Election 


J. A. Gunn, president Employers Mu- 
tual Casualty of Des Moines, was elected 
president of the Iowa Insurance Federa- 
tion this week. Haynes of the 
“Underwriters Review” of Des Moines 
was made secretary and treasurer. F. R. 
Korns of Des Moines, director of the 
Modern Woodmen, was made a director 
and vice-president. C. E. Brown of Des 
Moines, state manager Mutual Life of 
New York; K. Lorentzen of Des 
Moines, counsel Bankers Life; P. H. 
Luin, general agent Yeomen Mutual 
Life; Attorney Thomas Watters, Jr., of 
Des Moines were made directors. 


Change in Chairmanships 


President Palmer of the National As- 
sociation of Insurance Commissioners 
announced a change of chairmanships. 
W. A. Sullivan of Washington was ap- 
pointed chairman of the casualty and 
surety committee and Owen B. Hunt of 
Pennsylvania was made chairman of the 
social security committee. These chair- 
men agreed to exchange committees. 
Mr. Sullivan formerly was head of the 
social security committee. 





Some Companies Profiting 
from Second-Grade Bonds 


PURCHASED DURING LAST YEAR 


Real Bargains Are in Defaulted Issues 
But Laws Prevent Life Carriers 
From Buying 


NEW YORK, Oct. 22.—Among the 
bonds which have recently been called 
for refinancing a lower interest rate are 
quite a few issues of less than top qual- 
ity which some life companies have 
been picking up at bargain prices dur- 
ing the last year or so. Companies have 
been of different minds on the subject 
of second grade bonds. Some of them 
would not touch these securities while 
ethers considered that the risk of tak- 
ing a limited amount of less than gilt 
edge stuff was more than offset by the 
large chance of a handsome apprecia- 
tion. 

The course of companies buying sec- 
ond grade securities have been influ- 
enced first by the fact that the most de- 
sirable bonds have been and still are 
selling at extremely high prices, com- 
parable with government bonds; and 
second a desire to recoup capital losses. 


Less Chance for Profit Now 


Today there is considered to be much 
less chance of making profit on second 
grade bonds at depressed prices than 
was the case a year or so ago. Quite a 
few of these second grade bonds have 
been called for redemption at, of course, 
the specified advance over par and 
others have risen in value until many of 
them are selling on a basis undistin- 
guishable from the higher class bonds. 
In fact, one thing that has to be 
watched in buying bonds is that the 
public is so eager for high grade rail 
and utility bonds, principally the latter, 
that price is not always an indication of 
a bond’s value. 

The real bargains today are in certain 
defaulted issues, in the opinion of a 
number of investment men. However, 
there are laws in New York state and 
nearly everywhere else prohibiting com- 
panies from buying defaulted bonds. 
Any company which does business in 
New York has to abide by the New 
York law in this respect and the com- 
panies represented here do about 85 
percent of the country’s life insurance 
business. 


Hawkes Agency in Drive 

E. E. Hawkes, Jr., general agent in 
Columbus, O., for State Mutual Life, 
is preparing to conduct a second anni- 
versary drive beginning Nov. 15. Two 
years ago State Mutual transferred Mr. 
Hawkes from Chicago to Columbus as 
general agent. On Oct. 1, 1935, the Co- 
lumbus agency was in 29th place among 
State Mutual ofiices. That was a gain of 
13 positions compared with its October, 
1934, rank. On Oct. 1 of this year, the 
Hawkes agency was in 15th place. This 
is one of the best records ever made by 
a State Mutual agency. 

In the second anniversary drive, the 
agents will be competing for two sets 
of prizes, one on paid lives and the 
other on paid volume. One of the main 
prizes will be a year’s subscription to 
Tue NATIONAL UNDERWRITER. 


Dominion Life in Michigan 

The Detroit branch of the Dominion 
Life led the company in the number of 
representatives who qualified by their 
sales records to attend the agency con- 
vention. Michigan contributed a greater 
number of members, in proportion to the 
size of its agency forces, than any other 
province or district in the Dominion of 
Canada. F. W. Simpson is manager of 
the Detroit branch, and Roy Nollin at 
Lansing. 
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® SIMPLE, “BRASS-TACK” FACTS, 
like the one stated above, are the strongest 
selling weapons life insurance possesses. 
Fundamental, striking at the very heart of a 
family man’s problem, they gain rather 
than lose strength by their tragic obvious- 
ness. 


The dramatic headline and pictures 
shown here lead off Union Central’s na- 
tional magazine ad for October. They'll 
jolt many a fine prospect into wondering 
how his family’s continuing bills could be 
paid if he died . . . will build a strong 
favorable interest for Union Central field 
men who follow up with Multiple Protec- 
tion, the plan that solves families’ money- 
every-month problem for twenty long 


years. 
The 
UNION CENTRAL LIFE 


Insurance Company..cincinnart, ott10 
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Chicago Actuary Club 
Hears Talk on Security 





Outlining the problems to be met dur- 
ing the next half century because of the 
passage of the social security act of 
1935, H. R. Corbett, Chicago actuary, 


declared before the October meeting ot | 


the Chicago Actuarial Club that, atter 
all, the main enemies of a successful 
pension plan for elderly people are still 
public misunderstanding and the de- 
mands of the organized minority. Mr. 
Corbett took up five points in his dis- 
cussion which was followed by an open 
forum. 

‘Lhe speaker explained that under the 
publicly expressed by Jesse W. Barnett 
on the basis that he has started work 
on Jan. 1, 1937, with no prior salary in 
the picture. Of course, he said, from an 
actuarial viewpoint those who are now 
over 60 will receive no benefit from the 
plan, and those who are now between 
50 and 60 years old will receive very 
little under the federal scheme. Hence 
he does not believe that the federal act 
will replace private pension programs for 
many years. “The baby is still small 
and will need looking after for 40 
years,” he said. 

Mr. Corbett stated that an employer 
could not avoid considerable extra cost 





during the next 20 years, for if he has 
no etftective retirement plan he will in- 
cur the cost of one anyhow, hidden in 
the payroll above the amount most peo- 
ple actually earn, or hidden in impaired 
good will of the business or impaired 
morale of employes by preventing suc- 
cessive promotions down the line after 
each normal retirement. 

A major benefit of the 1935 law, Mr. 
Corbett stated, is that it is causing peo- 
ple to think and perhaps think more 
rationally than ever before about pen- 
sions. This is because they will be con- 
tributing from their own money to the 


| program in the same manner that their 





expenditures for life insurance caused 
them to be eager to find out all they 
could about life insurance benefits and 
costs. 

Future Problems 


A problem to be solved in the future 
is the question of pensions for people 
who are in business for themselves or 
who are farmers. If this class of work- 
ing people were to receive pensions 
under the government program there 
would be double taxation of employers 
to take care of this group. Yet, if this 
class did not receive pensions under 
the federal set-up, it would still be 
forced to stand some of the cost in 
higher prices passed on to the con- 
sumer. Some members felt that the 





cost of products would be increased to 
only a very small amount, but it was 
conceded that eventually the cost would 
reach the consumer. 

In outlining the question of added ex- 
penses to the employer Mr. Corbett said 
that too many economists who are con- 
cerned with the problem of unemploy- 
ment fail to see how it ties in with the 
problem of employment. In_ other 
words, by a pension act or other pro- 
gram it does no good to hire an el- 
derly person and put a younger man to 
work if it causes enough extra expense 
to the employer to make him hesitate to 
hire people. Mr. Corbett thought pay- 
roll taxes tend to hinder or discourage 
the hiring of new men. He considers 
this topic one of the most important 
ones that will come to the attention of 
employers and of those in charge of the 
federal pension program during the next 
few years. 

Some discussion was held on the “pay 
as you go” plan, actuarially computed 
on the basis of future payments. It 
was theught that in this way citizens 
would know just how much the pension 
program was going to cost each year in 
the future; and thus they would become 
better acquainted with the pension idea 
as a whole. 

H. C. Reeder, club president, presided 
and introduced the speakers. 





y 2 


Etc. 








WE SAID 


OLD POLICYHOLDERS 


in this company write our best testimonials when 
they buy their new policies from us. Such satisfied 
clients account for over 50% of the new business 
during March in five of our agencies. 


NOW WE SAY 


10 of our agencies received over 50% of their business during August from 
old policyholders. We offer these helps to our Field Force: 


. A Liberal General Agency Contract. 


. A Unique Supervisory System. 
Tested Sales Helps and Organized Selling Plan. 
. A Policy for Every Purpose .. . Juvenile, Women, Group, Wholesale, 


Our booklet ‘‘FACTS’’ 


Financing Plan for Agency with Accounting Methods that Guide you 
Successfully. 


. A Detailed Plan for Finding . . . Training . . . Financing Men. 


A Substantial 50-Year-Old Mutual Company with an Understanding, 
Co-operative Home Office . . . Not too big to KNOW YOU. Yet 
Big Enough to Command Respect Everywhere! 


will be sent on request 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 








Insurance Continues to Be 
Strong Issue in Missoy; 












L. C. STARK WINS APPROVa, 





Democratic Candidate for Govern 
States Friendliness Toward Fra. 


ternal Societies 





Insurance continues to be a racy jsgy, Human 
in the Missouri political campaign, three = 
L. C. Stark, Democratic candidate fo, ve’, 2? 


Pittsburg 
tion at 1 
prospect! 
posed the 
ments of 
jnterviev 


governor, in a speech at Boonville 
stated he was very friendly toward fry. 
ternal societies and if elected he yjl 
not appoint any man “who will not give 
them or any other insurance concerns 
a fair deal.” Whether that meant he 


would not reappoint Superintenden, Three 
O'Malley, he refused to say. Mr sented. 1 
O'Malley has been crusading against the fp (5: 
fraternals and whether he regards Mr 9B YY M. 
O’Malley’s activities as constituting % Compan 
square deal towards the fraternals” he advertis 
did not say. the $10, 
J. W. Barrett, Republican nominee, 9 "s"* 
also kept the issue to the fore. He (ge sulivat 
attacked Mr. O’Malley for bringing suit belonge 
for back taxes in Missouri against the $10,000, 
fraternals to collect some $22,000,000. i ""*! be 
He censures the superintendent particu. | 
larly for having made a deal with James Th 
.P. Aylward of Kansas City to prosecute ‘i dl 
the actions and recover 25 percent for wer 
himself. That means that if the fra- but a 
ternals should have to pay $22,000,000 pion 
Aylward would get $5,500,000. This me CT? 
would be in addition to the $100,000 or ene 
more he collected from representing the pe r 
insurance department in another insur- Ne 
ance case in St. Louis, according to the WR 
Republican nominee. Life 
C. F. Westcoat, head of the Fraternal JB \facnc 
Protective Association of Missouri, an- V.M 
nounces that opposition to Stark has New 
been withdrawn, mana 
“In view of the favorable attitude Fiv 
publicly expressed by Jesse W Barrett nation 
and Lloyd C. Stark,” the communication noon 
states, “the fraternal societies feel there presi 
is no longer any need for their partici- Ame! 
pation in the current campaign, and, Woo 
accordingly, no further action will be mony 
taken therewith by the Fraternal Pro- 
tective Association or fraternal socie- 
ties operating in Missouri.” TI 
Stark subsequently asserted no secret Buss 
promise was linked to the fraternals’ Pitt: 
withdrawal from political campaign. Hig 
“I have made no secret pledge or whe 
agreement with fraternal organizations,” dent 
Stark said, “but their action has been dise 
voluntary and based entirely upon my Dis 
public statements.” H 
Will Hirth, editor of the “Missouri trac 
Farmer.” who was defeated for the cau 
Democratic nomination for governor at nes: 
the primary election, has continued his fort 
attacks on Mr. O’Malley, whom he ac- pro 


cuses of “playing the role of Santa Claus “ 
for the insurance companies, agents and 


me 
lawyers,” adding that he regarded Mr. tin 
O'Malley as “one of the worst public do 
officials Missouri ever had.” ; ser 

In a statement in his farm publica- Ad 
tion he reviews the fire insurance rate ho 
litigation in which he says the compa- Pe 
nies received a “sound thrashing” in 
refusing to abide by the 10 percent re- 
duction order of Superintendent Hyde 
in 1922. ae pe 

“In view of the court decisions, 7 
Hirth writes, “it seems to me that you de 
not only acted without the slightest Me 
vestige of authority in your so-calle 
‘compromise,’ but that under the deci- ™ 
sions the policyholders can force a col- L 
lection of the 80 percent which justly i 
belongs to them, and which you have i 
bargained away to the companies, agents p 
and_ lawyers.” Nt: 

Hirth characterized the lawyers’ fees I 
in the rate case “the greatest buzzards y 
feast of the kind in the history of the ; 
state.’ He called upon Mr. O‘Malley t 
to state what disposition is to be made : 
of the 80 percent of the impounded pre- 
miums in the 1634 percent rate increas¢ 
case which will not go to the policy- ) 
holders under the compromise. 
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icents Try Out Methods 


on Human “Guinea Pigs” 














PPROVAy REAL PROSPECTS IN MEETING 
Governo, jqppittsburgh Sales Congress Also Is Ad- 
itd Fra. dressed by C. F. Ream and 
R. S. Moore 
A TACY issue Human “guinea pigs” in the persons of 
Paign, three live prospects for life insurance 


were placed in the laboratory of the 


Ndidate for : : A 
Boonville yy Pittsburgh Life Underwriters Associa- 

loward fra. fygtion at its annual sales congress. The 

ed he wilj Mm prospects for additional insurance ex- 


posed themselves voluntarily to the argu- 
ments of salesmen before the group. The 
interviewers were drawn by lot. 


ill not give 
C Concerns 


meant he : 
rintendent Three income groups were repre- 
Say. Mr, jp sented. The first was the $100,000 and up 


class. The attempt to sell was made 
by M. B. Cohill, of the E. A. Woods 
Company. The prospect was head of an 


1gainst the 
gards Mr 


ituting “y ea = 
rnals” he fe advertising agency. The second was of 
the $10,000 to $40,000 class, a structural 
Nominee | engineer, who was interviewed by J. B. 
Ore. He fm sullivan, of the Aetna Life. The third 
iging syit fg belonged to the class from $1,000 to 
rainst the jg $10,000, G. C. Coulson, Connecticut Mu- 
2,000,000, I tual being the agent. 
Fon Demonstration of Methods 
mie The first two were calculated to dem- 
rcent for Ie oustrate fact-finding and _ confidence- 
the fr. Ie building aspects of the sale and the last 
2,000,000 an attempt to close a “package sale.” 
0. This (| Ctitical comments followed each presen- 
0,000 or ‘tion. That by Mr. Cohill was dealt 
iting the with by J. S. Boggs, agent Canada Life, 
r insyr. Je wd A. T. Haas, manager Mutual of 
g to the New York; Mr. Sullivan’s canvass, by 
W. R. Furey, general agent Berkshire 
‘raternal Life. and H. W. Abbott, general agent 
nti Masachusetts Mutual; Mr. Coulson’s by 
ark has V. M. Schewbert, manager Home Life of 
New York, and L. C. Woods, Jr., unit 
attitude manager of the Woods agency. . 
ne Five men received the C. L. U., desig- 
rn nation by the local chapter at the after- 
1 th noon session, President S. E. Webster 
i there presiding. W. M. Duff, vice-president 
Partici- American College and president E. A. 
1, and, Woods Co., presided during the cere- 
vill be mony. 
1 Pro- 
socie- Ream Talks on Self-Coaching 
The familiar forms of Borden and 
secret Busse appeared for the first time before a 
ernals Pittsburgh group in a talking movie. 


: High point of the meeting was reached 
€ or 


ze or when G. F. Ream, assistant superinten- 
Hons, dent of agencies Mutual Benefit, Newark, 
been discussed “Modern Self-Coaching and 
n my Discipline.” 
es He said reasons for failure must be 
. = traced to the individual agent. The main 
Me causes of sub-normal production are lazi- 
1 hs rag constitutional indisposition to ef- 
py ort, timidity, pessimism and lack of 
“tats Prospecting method. 
pee Don’t be like the cattle on the clover 
Mr. meadows. They just browse around, hit- 
ablic ting the most luscious blooms. And 
don’t dwell over much on figures; re- 
i Serves and other technical phrases. They 
ane only confuse your hearer. Go back to the 
me homely phrases and talk in every-day 
ae anguave,” he said. 
hed Urges Agents to Practice 
“Practice a good deal—not on the pros- 
ns.” 6 alone. Work on your general agent. 
you ; lat's what he’s paid for. It’s a good 
ee eal less expensive than it is to try it 
Hed on the prospect.” 


. S. Moore, Columbus, O., assistant 
al. Manager of agencies Midland Mutual 


tly Life, spoke on “The Proper Mental At- 
ave titude.” He gave a new dress to old 
nts ideas and was enthusiastic about the 
Prospects in life insurance selling. 
"es —_ golden jubilee meeting will be held 
ds ec. 7 at the William Penn Hotel. Plans 
he include a reception in the afternoon at 
ey the Duquesne Club, followed by dinner 
de to which will be invited three prominent 
e- Speakers—the head of the largest insur- 
se ance company, a foremost industrial 


y- leader and an authoritative commentator 
On economics, 














Prize Is Offered for the 
Best John Hancock Song 








BOSTON, Oct. 22.—A prize of $500 
to be contributed personally by Guy W. 
Cox, president of the John Hancock 
Mutual Life, will be awarded to the 
agent or employe who writes a prize 
winning John Hancock song. Members 
of the agents’ and employes’ immediate 
families living in their households are 
also being invited to participate. 

Manuscripts will be judged by J. P. 
Marshall, dean of the College of Music 
of Boston University. The contest will 
close on Dec. 31, 1936, by which time 
it is hoped a song may be adopted which 
can be used in connection with the John 
Hancock’s 75th anniversary celebration 
in 1937. 








Talk on Security at Illinois 
C. of C. Insurance Luncheon 





The insurance luncheon of the Illi- 
nois Chamber of Commerce, held in 
connection with the annual meeting of 
the chamber in Chicago, brought out a 
crowd which entirely filled the grand 
ballroom of the Palmer House. Many 
insurance groups had special tables. J. 
S. Kemper, president Lumbermen'’s 
Mutual Casualty, presided as chairman 
of the executive committee. After in- 
troducing the new president of the Illi- 
nois chamber, W. S. Carr of Chicago, 
and the retiring president, E. H. Wright 
of Belvidere, who now becomes chair- 
man of the board, he called on H. A. 
Behrens, president Continental Casualty 
and Continental Assurance, who is 
chairman of the insurance division. 

Mr. Behrens emphasized the vital part 
insurance plays in business generally, 
and stressed the necessity for a sense of 
trusteeship on the part of insurance ex- 
ecutives. He referred to some of the 
ways in which the insurance division of 
the Illinois chamber had helped to bring 
Illinois to the forefront in insurance 
matters, including the establishment of 
an independent department of insurance, 
revision of the insurance laws and se- 
curing a suitable head of the department 
to look after the enforcement of those 
laws. He said that the big task at the 
present time is to see to it that an in- 
surance director of the proper type is 
selected, no matter which party wins in 
the November election, and urged close 
cooperation with the successful candi- 
date to that end. 


Insurance Men Featured 


Other insurance men at the head table 
included S. E. Moisant, Kankakee, sec- 
retary Illinois Association of Insurance 
Agents; John C. Harding, western man- 
ager Springfield Fire & Marine and in- 
surance director of the U. S. Chamber 
of Commerce; W. H. Hansmann, Fidel- 
ity & Deposit, president Insurance Fed- 
eration of Illinois; George R. Kendall, 
Washington National, president Health 
& Accident Underwriters Conference; 
Frederick Bruchholz, New York Life, 
president Chicago Association of Life 
Underwriters, and R. M. Redmond, 
president Insurance Brokers Association 
of Illinois. 

Dr. Virgil Jordan, president National 
Industrial Congress Board, spoke on 
“How to Secure Security.” He said that 
some strange things had been done in 
the name of security and many mislead- 
ing ideas instilled in the minds of peo- 
ple. He insisted that the only way in 
which security can be attained is 
through the expansion and prosperity 
of industry and business, with more peo- 
ple working, and working harder and 
longer, rather than through govern- 
mental action. He declared that the 
system under which America has been 
developed is superior to any ideas that 
may be imported from European coun- 
tries and referred to the fact that in- 
surance in this country has built up a 
reserve under that system which is far 
above anything which can be found any- 
where else in the world. 

















THE LINCOLN NATIONAL LIFE 
PROVIDES ITS FIELD MEN WITH: 


The Salary Saving 
System 


Increasingly popular in industrial centers with 
the return of business activity is the Salary Sav- 
ings System. The plan assists employees to pro- 
vide in the most practical way— 

An income for their own old age. 
A continuous income to their families. 

An ever-increasing number of employers are 


realizing the value of this system as presented by 
LNL representatives. 


THE LINCOLN NATIONAL 
LIFE INSURANCE 
COMPANY 


FORT WAYNE, INDIANA 


Maintains 81 Branch Offices 





ITS NAME INDICATES ITS CHARACTER 
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C.L.U. NEWS 


McCAHAN IN ST. PAUL 


Tke Twin Cities C. L. U. chapter, in 
cooperation with the Minneapolis and 
St. Paul associations, invited life un- 
derwriters from all parts of Minnesota 
to a luncheon meeting in St. Paul Oct. 
23, at which Dr. David McCahan, dean 
American College of Life Underwriters, 
will discuss “Meeting Current Fallacies 
Respecting Life Insurance and Life Un- 
derwriting.” 

John O. Todd, president of the C. L. 
U. chapter, will preside. About 250 are 
expected to’ attend. 

ke 

CHICAGO C.L.U. GET-TOGETHER 

A get-together was held by the Chi- 
cago C. L. U. chapter Thursday night, 
President L. M. Buckley, Provident Mu- 
tual, being toastmaster. There was an 
entertainment program and also a series 
of brief talks by leading .C. L. U. men, 
among these being: F. J. Budinger, gen- 
eral agent Franklin Life; Frederick 
Bruchholz, agency director New York 
Life, past president Chicago Association 
of Life Underwriters; Paul Cook, “mil- 








lionaire” of the Mutual Benefit; B. H. 
Groves, Travelers; W. N. Hiller, “mil- 
lionaire” of the Stumes & Loeb agency, 
Penn Mutual; A. J. Johannsen, North- 
western Mutual; S. A. Kent, assistant 
manager Prudential; John Morrell, 
“millionaire” of the Equitable of New 
York, and Robert Reno, assistant man- 
ager of the Equitable. 
* Ok OK 
Cc. L. U. COURSES START OCT. 27 


The Northwestern University C.L.U. 
courses for 1936-1937 will begin Oct. 
27, to continue until May 28. A. J. 
Johannsen, Northwestern Mutual, presi- 
dent Chicago C.L.U. chapter, and G. 
S. Brown, past president National 
C.L.U. and agent Penn Mutual, Chi- 
cago, are lecturers in life insurance 
fundamentals. Other lecturers are: 
Salesmanship, W. N. Hiller, past presi- 
dent Chicago C.L.U., Penn Mutual; R. 
L. Davis, past president Chicago Asso- 
ciation of Life Underwriters; general 
education, Prof. E. H. Hahne, North- 
western University; Assistant Professor 
W. F. Byron and Wallace Schall, busi- 
ness law lecturer, both of Northwestern; 
commercial and insurance law, Prof. 

C. Teevan and Harry Thom, asso- 
ciate professor, Northwestern; finance, 
H. W. Torgerson, inspector, Prof, H. 
G. Guthmann and Howard Berolz- 
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INDIANA 


heimer, instructor, all of Northwestern. 
The lectures on life insurance funda- 
mentals, salesmanship and general edu- 
cation will be held Tuesday evenings. 
and on commercial and insurance law 
and finance Friday evenings, the first 
group starting: Fundamentals Oct. 27; 
salesmanship Jan. 5; general education, 
March 2, and the second group: Com- 
mercial and insurance law Jan. 8, and 
finance March 12. 
* kK Ox 
TEACHENOR K, C. HEAD 

Dix Teachenor, “millionaire” producer 
of the Kansas City Life, has been elected 
president of the Kansas City C. L. U. 
chapter. Leon A. Triggs, Prudential, was 
named vice president, and M. D. Cramer, 
Bankers Life of Iowa, secretary-treas- 
urer. 

Kansas City’s C. L. U. study class, in- 
structed by O. J. Neibel, Penn Mutual, 
started Oct. 19 and will meet every Mon- 
day until the June examinations. 

PUSH WORK IN LOS ANGELES 


Harold Dougher, president Los Ange- 
les C. L. U. chapter, reports that the Los 
Angeles Institute of C. L. U., sponsored 
by the chapter, is now well under way 
with 25 new students attending classes in 
Los Angeles and 15 taking courses con- 
ducted at Long Beach under direction of 
Dr. C. J. Rockwell of the University of 
Southern California. In addition, about 
15 students are completing C. L. U. work 
under the direction of Dr. F. F. Burt- 
chett of the University of California at 
Los Angeles, and will take their examina- 
tions in June, 1937. 
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Pacific Mutual Case at San Fran- 
cisco Meeting 


SAN FRANCISCO, Oct. 22.—E. A. 
Smith, Jr., Utah commissioner, who has 
spent several weeks in conference with 
those in charge of the Pacific Mutual 
Life as representative of the National 
Association of Insurance Commissoin- 
ers. told San Francisco’s general agents 
and managers that life insurance is on 
trial—not only in California but through- 
out the entire United States—as a result 
of the Pacific Mutual Life case and the 
attendant delays, agitation and efforts 
to obtain control of the company. 

In characteristic manner and language 
Mr. Smith expressed impatience with 
the efforts of small minority groups of 
policyholders and stockholders to delay 
the proper adjudication of the affairs 
of the company and permit the process 
of rehabilitation to proceed. He vigor- 
ously supported the plan proposed by 
Commissioner Carpenter of California 
and praised that official for “his cour- 
age, ability and understanding of the 





insurance business.” 
Mr. Smith also commented on so- 
called reinsurance plans, saying that 


none of them equalled the Carpenter 
plan for equity to all concerned, and 
he vigorously supported the lien plan 
on the non-can policyholders, 

V. T. Motschenbacher, Sun Life, 
chairman of the General Agents & Man- 
agers Association, said the general 
agents and managers today have a 
very definite place in building prestige 
for life insurance and for the field men; 
that the association should not act 
act merely as an “emergency group” but 
should take an active interest in civic 
and other similar affairs 12 months in 
each year. He urged frequent meetings 
for the exchange of ideas—a sort of 
“clinic” for the development of cooper- 
ative confidence. 

Karl L. Brackett, John Hancock Mu- 
tual Life, president California State As- 





sociation of Life Underwriters, reviewed 
the Boston convention and told about 









ds 
Effective Use of Direct 
Mail Advertising Outline 


se 

Advertising men were taken to task 
for producing advertising materia) 
without at the same time selling its yy 
to the field, by D. Bobb Slattery, a: 
sistant to the vice-president of { 
Penn Mutual Life, in his talk at the 
annual convention of the Mutual In. 
surance Advertising - Sales - Confereng 
in Philadelphia. ‘Lhe accumulation 0 
advertising material gathering dust ¢, 
the shelves of agencies is glaring ¢, 
dence of a fault “in the merchandising 
of our advertising in the selling q. 





































ganization,” he said. The chief asc fits total 
of the man in the field is his time ang total gall 
advertising should be so conceived a; me34),381, 
to guard that asset to the nth degree, fmm sii,865,! 
“In life insurance we cannot sell oy mEytat: 
services with the advertising alone, | s13,68 
must be used as an aid to the agent, Septem 
for the public will not come into the £64,624,6 
office to buy. In recent years more life a" 19: 
companies have gone into national 1934. 
magazine advertising, but all of then MM Banke 
must have the active cooperation oj § jnsuranc 
their agency organization to secure q fm more th 
real benefit from this advertising.” respond! 


Instead of sending material to the J progress 
general agent or branch manager for Mof a“! 

















distribution to agents, Mr. Slattery i which t 
suggested the home office have a mail- J Oct. 1 | 
ing list with home addresses of agents, i pageant 
Agents can then be sent copies of the i by strec 
advertisements and be sold on using Girar 
direct mail or any of the promotional &% months, 
aids which originate in the home office. H% showed 
The most profitable form of adve- @% month 
tising for the individual agent, said Mr. Minn 
Slattery, is a letter from the home of J cent m 
fice over the signature of a ranking # Ayoust 
official and if possible with the agents I and 5 
name mentioned in the letter to give Occi 
him prestige. If the agent is sold on ber pt 
the idea of regularly sending out 20 or & aie 
25 letters a week and calling on every 904, te 
prospect who receives a letter, the di JB 7 per 
rect mail organizes his time and causes this y 
him to make the calls. If the agent is stantia 
sold on this regular systematic use ol Gre: 
direct advertising, he must be contin- which 
ually prospect-conscious to secure new LJ! 
names for his mailing list, and one at 
method for the securing of prospects 13 divide 
to ask a center of influence for names writte 
for the home office mailing list rather cole 
than simply prospects of people to call pon 
on to sell something to, said Mr. Slat- rin 
tery. busin 
The agent should call on every pros- ae 
pect who receives a letter. “This idea perce 
must be constantly hammered home to force 
the field. Only a small percentage ol Set 
people reply to any advertising, and if coln 
we agree that the point of distribution ig 
of insurance is in the presence of the J 
prospect then every piece of direct ad- pe 
vertising must be followed up if we Loeh 
want to have distribution of our par 11th, 
ticular product. Unless you call on pics 
every man who receives a letter you itsel 
are advertising something for which ps 
there is no distribution and that is not Loel 
good merchandising. ; F dele 
“The approach of the agent 1s made roul 
easier, and some of his time is saved. cont 
When a secretary stops him with the -. 
question ‘What do you wish to see Mr. = 
Prospect about?’ The answer 1s, ‘About due 
a letter from our vice-president. R 
—$  _______—— ————— Los 
may ae, ag 
his plans for coordinating — efforts 
throughout California through the state 
association. ; es 
Plans of the San Francisco Life ed ( 
derwriters Association were presente hae 
by officers and committee chairmen. po 
path hanna op 
N. J. Supervisors to Meet - 
The first fall meeting of the Life 5" all 
pervisors Association of Northern ~ dey 
Jersey will be a luncheon session " sui 
Newark Oct. 28. C. J. Zimmerman, New te 
Jersey general agent Connecticut Mu ho 
tual Life and former president Life Ur Be 
derwriters Association of Northern New at 
Jersey, will speak. ati 








rect 


Outlined 
ad 


ober 23 1h 


=—_—_—_— 
——— 














































(October 23, 1936 








LIFE INSURANCE EDITION 




















RECORDS 


Mutual Life—New paid life 

































ker ideli 

; pad. _ for September amounted - 
| ing its r, bj,814,000, a gain of 24 percent over the 
Slattery a orresponding period of 1935. The net 
ent of Ps aminations for the same month showed 
talk at the , decrease of $755,000, or 34.5 percent 
Mutual Ib nder September, 1935, Total net ter- 
- Conferene ninations during September, 1936, were 
nulation r the lowest of any month since Septem- 
NE dust o,fmbet, 1923. ne eit ; 
glaring ey, {me Connecticut Mutual—Registering. in 
Tchandising fm September a gain of $1,845,350 in insur- 
Selling or. ance in force, the company has increased 
chief asceMmits total in force to $931,506,117. The 
S time ang fmmtotal gain for the year to date is $17,- 
Nceived a5 mE 349,381, Which contrasts with a gain of 
ith degree fim $11,865,178 for the same_ period last 
Ot sell oy: year. Paid life sales for September of 
alone, |; fg si,713,621 were practically the same as 
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4,624,600, which is 7.1 percent less 
than 1935 and 4.6 percent greater than 
in 1934. 

Bankers Life, Iowa—Sales of new life 
insurance the first half of October were 
more than 10 percent ahead of the cor- 
responding period of last year. This 
progress was made in the first two weeks 
of a “Pageant of Progress” campaign 
which the company is conducting from 
Oct. 1 to Dec. 28. Three stages of the 
pageant represent travel by stagecoach, 
by streamline train, and by airplane. 

Girard Life—Gain for the first nine 
months, is 23.74 percent; September 
showed the largest increase of any 
month this year, 89.89 percent. 

Minnesota Mutual Life—Had 13 per- 
cent more new examined business July, 
August and September than a year ago 
and 5 per cent more paid business. 

Occidental Life, California—Septem- 
ber production of new ordinary insur- 
ance was $6,728,752, and group $836,- 
804, total $7,565,556, a gain of about 
27 percent over last year. Each month 
this year has shown a steady and sub- 
stantial increase, 


Great American, Tex.—September, 
which was Strickland month in honor of 
J. J. Strickland, chairman of the board, 
showed an increase of 12 percent in in- 
dividual applications, 11 percent in new 
written volume, 14 percent in number of 
producing agents, and more than 20 
percent in premiums. The first nine 
months of the year show new written 
business of $9,728,991, an increase of 40 
percent; renewal persistency shows 28 
percent increase; total life insurance in 
lorce $21,500,000; a 25 percent gain. 

Seth A. Bardwell, general agent Lin- 
coln National Life, Cleveland — This 
agency took third place last month for 
the largest amount of paid for business 
of all offices. Out of the first 20 per- 
sonal leaders in September, B. Ruth 
Loehr took fourth place; Ernest Sobelle, 
llth, and Mrs. Rose B, Krohngold, 17th. 
Therefore, three out of the 20 largest 
producers came from this agency. Ohio 
itself stood second among all the states 
in paid for business in September. Mrs. 
Loehr and Mrs, Krohngold were both 
delegates to the quarter million dollar 
round table at the National association 
convention in Boston. 

W. J. Stoessel, National Life of Ver- 
mont, Los Angeles—Total amount of 
paid-for to Oct. 1 exceeds the entire pro- 
duction of agency for 1935. 

R. L. Hoghe, Equitable Life of Iowa, 
Los Angeles—For year to Oct. 1, shows 
a gain of 15 percent. 





Indicted for Mail Fraud 


Glen N. Cochran of Anderson, Ind., 
has been arrested on a federal indict- 
ment for using the mails to defraud, as 
operator of the Capital States Pruden- 
tial Association of Anderson, which did 
business by mail in several states. It is 
alleged to have sold 1-cent-a-day acci- 
dent insurance and $1-a-month life in- 
surance certificates, containing many 
— clauses” which gave certificate 
olders little chance to recover benefits. 
efore going to Indiana Cochran oper- 
ated the Eastern Mutual Benefit Associ- 
ation of Paris, Til. 


Two New England Company 
Heads See Outlook Bright 


CINCINNATI, Oct. 22.—The presi- 
dents of two fine old New England com- 
panies, who have the same initials and 
report the encouraging news that the in- 
surance in force of each of their com- 
panies is at an all-time high, were both in 
Cincinnati Monday to address territorial 
meetings of their agency force. They 
were President George Willard Smith 
of the New England Mutual and Presi- 
dent Guy W. Cox of the John Hancock 
Mutual. 

Mr. Smith came to Cincinnati from 
French Lick, Ind., where a regional 
meeting of his company was held. He 
said that business the past four months 
was the best in the 101-year-old history 
of his company, which has $1,350,000,000 
in force. He attributed that fact partly 
to the income consciousness of the 
public, 40 percent of the New England 
Mutual’s business being payable to bene- 
ficiaries under settlement options. Life 
insurance policies, Mr. Smith said, are as 
safe as government bonds and his com- 
pany now has 40 percent of its assets in- 
vested in those securities. Louisville, In- 
dianapolis, and St. Louis were also vis- 
ited by Mr. Smith. 


Record Amount in Force 


The John Hancock Mutual has $95,- 
000,000 more insurance in force than it 
had in its peak year, 1931, President Cox 
‘stated. The company has had an increase 
of $174,000,000 since the beginning of the 
year and led all companies in increase of 
insurance in force at both the end of the 
first quarter and the first half of 1936. 
Mr. Cox said that, regardless of which 
political party comes into power, busi- 
ness will continue on the upgrade and 
economic conditions will be more favor- 
able. He and his party which included 
E. H. Brock, vice-president, J. W. Mes- 
singer, assistant superintendent of agen- 
cies, and J. H. Wood, comptroller of 
agencies, are on an extensive agency trip. 

Both men stressed the desirability of a 
balanced federal budget and expressed 
the opinion that such a condition will 
shortly be effected. 








James Roosevelt’s Place 
in Insurance Questioned 





The insurance activities of James 
Roosevelt, the son of the President, 
were brought into the controversy over 
the confused handling of the Senator 
Vandenburg—“Voice of 1932” radio de- 
bate over the Columbia Broadcasting 
System. 

Senator Hastings of Delaware tele- 
graphed Edward Klauber of the Colum- 
bia System inquiring whether the fact 
that James Roosevelt placed a large 
amount of Columbia’s insurance did not 
have something to do with the action 
of Columbia in cutting Senator Vanden- 
berg off the air. 

“There is a persistent rumor,” the 
Hastings telegram read, “that James 
Roosevelt has recently written a large 
sum of insurance for your company and 
that this had something to do with the 
decision reached by you. Will you be 
good enough to advise me whether there 
is any truth in the rumor that James 
Roosevelt is writing insurance for your 
company?” 

Mr. Klauber replied by telegram, say- 
ing that James Roosevelt helped sell 
Columbia’ a group insurance policy in 
1934. He denied that this deal had any- 
thing to do with Columbia’s action in 
censoring the debate in which an elec- 
trical transcription of President Roose- 
velt’s remarks in the 1932 campaign 
were reproduced. He said Columbia 
took out group insurance on its em- 
ployees after being solicited by “the 
company as well as through their 
accredited agents, Roosevelt & Sargent. 
The plan jointly submitted to us by 
these men appealed to us as more satis- 
factory than any other proposition we 
received.” 








James Roosevelt has done very well 


in the insurance business in his first 
few years. 


Detroit Agents Listed 


LANSING, MICH., Oct. 22.—The 
Michigan department, which is busy 
making a checkup of licenses to dis- 
cover the exact number of agents now 
active in the state, has completed a 
tabulation in Detroit showing that 
there are now 6,181 agents of all classes 
licensed there. The count is now being 
extended to the remainder of Wayne 
county. 

The number licensed for life com- 
panies only is 2,818; for one fire or 
casualty company only 1,333, and for 
two or more fire and casualty com- 
panies 2,030, the last figure evidently 
representing the actual number of gen- 
eral agencies writing business in De- 
troit. 

R. M. Morse, second deputy com- 
missioner and former licensing division 
head, estimates the total number of 
agents in the state at 22,000 but it had 
been believed that a larger proportion 
was in Detroit. 


Double Indemnity Case Up 


The United States Supreme Court has 
upheld the circuit court in a double in- 
demnity case in which the Equitable 
Life of New York was involved in an 
airplane accident in 1934. The policy- 
holder had a $5,000 policy with a double 
indemnity clause. M. J. Day, who held 












Repayment of Loans Gives 
Evidence of Improvement 











Repayments by policyholders of loans 
on their policies showed a jump of 41 
percent for the quarter ended Sept. 30, 
compared with the third quarter of 
1935; for the 12 months the increase 
was 17 percent, reducing outstanding 
policy loans of Northwestern National 
Life to $9,191,005 as of Sept. 30, 1936, 
compared with $9,318,730 a year ago, 
and $9,526,476 as of Sept. 30, 1934, ac- 
cording to the quarterly report. 

Total number of individual loans stood 
at 30,164 Sept. 30, a slight increase from 
the 29,775 on the books a year ago, the 
report shows. Average size of individual 
loans continues to shrink, however, now 
amounting to $304.70, as compared with 
$312.97 drawn against his policy by the 
average borrower a year ago. Lapses 
and cash surrenders showed a further 
reduction, while renewals scored a cor- 
responding improvement over the ratios 
of a year ago, the report states. 








the policy, died in the airplane crash in 
Denver. The federal district court ruled 
that a clause barring double indemnity 
for a passenger in “submarine or aero- 
nautic expedition” exempted the com- 
pany from paying the double indemnity 
amount. The high court reversed this 
decision by holding that modern flying 
was not a “aeronautic expedition.” 
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FROM THE AGENTS’ VIEWPOINT 


Principal task set for Mutual Benefit booklets and leaflets 
is to back up the agent in his job of selling and servicing 
life insurance. Some of the booklets prepare the way, 
never giving away the agent’s whole story but pointing 
always toward the sale. Other booklets follow up, sum- 
marizing and aiding conservation. Whatever the purpose, 


they are prepared from the agents’ viewpoint. 
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Effect of Tax Payments 


Georce H. Harris, from the head of- 
fice of the Sun Lire of Canada, who is 
one of the most able thinkers, incisive 
2nd colorful as a speaker, the other day 
brought out in rather graphic and il- 
luminating form the extent to which life 
companies are called upon to pay taxes. 
To iflustrate the situation with regard 
to his own company, he figured that the 
total amount paid out in taxes would 
purchase $50,000,000 of insurance on 
the ordinary life plan. That was about 


Effect of Social Security Laws 


THERE has been a good deal said of late 
in insurance circles on the subject of 
the government social security legisla- 
tion. The trustees of the NaTionaL As- 
SOCIATION OF LIFE UNDERWRITERS in their 
resolutions presented at the Boston con- 
vention had a paragraph on the subject. 
President RoosEvELT in inviting a num- 
ber of company executives to talk with 
him in Washington some weeks ago men- 
tioned the subject of social security in 
his letter of invitation. JoHn G. Wyn- 
ANT, chairman of the Social Security 
Board in Washington, has resigned in or- 
der that he may state his views in favor 
of the social security act during the po- 
litical campaign. Governor LaNpon has 
expressed himself on the subject, taking 
a position in favor of social security and 
old age pensions, but stating that it 
should be administered by the states 
rather than by the national government. 

Grave apprehensions have been ex- 
pressed by authorities and_ students, 
among them life insurance executives, 
as to the advisability of accumulating 
as much as 47 billions in the form of 
reserves to be invested solely in gov- 
ernment bonds and the disposition of 
these reserves to be subject to political 
or bureaucratic control. 

On a subject of such great impor- 
tance there is bound to be a variety of 
opinions. There are many who feel that 
some form of old age pensions is bound 
to become a permanent part of our so- 
cial policy. Life insurance executives 
have not definitely, as a rule, taken a 
stand against social security, although 
they naturally look askance at any en- 
croachment by the government in the 
field of old age insurance. 

Particularly of recent years incomes 
for old age have been a very important 
part of the life insurance program. Most 
of the life insurance advertising in the 
magazines stresses this form of protec- 
tion. The act may be declared uncon- 
stitutional by the United States Supreme 
Court and at any rate the feeling pre- 


23 percent of the total writings of the 
Sun Lire. Mr. Harris was addressing 
a body of business men and called at- 
tention to the fact that it was erroneous 
to say that the Sun Lire itself paid 
these taxes but rather it was the policy- 
holders. ‘They could well purchase con- 
siderable additional amount. People 
do not realize just how far a levy is 
made on companies for taxes and an 
illustration of this nature is decidedly 
interesting. 


vails generally that the present plan will 
have to be changed in some of its pro- 
visions. 

In studying it as a governmental 
measure comparison with the govern- 
ment’s insurance for soldiers and sailors 
following the great war can scarcely be 
avoided. The government wrote over 
40 billions under its compulsory plan 
and of this less than 2% billions re- 
main. While the government could com- 
pel the veterans to take out the insur- 
ance it could not compel them to con- 
tinue paying for it and most of it was 
lapsed. 

The net result to the institution of 
life insurance of the government’s war 
risk program was greatly to popularize 
and stimulate the sale of life insurance. 
Will the social security act have the 
same effect in stimulating the accept- 
ance of old age insurance? In the light 
of the war risk experience this would 
seem to be inevitable. The future of 
the social security act is in the hands 
of future Congresses which will have 
to deal with it and study its practical 
application. 

The only life insurance company that 
has done much with old age pensions 
as yet is the METROPOLITAN. It is said 
to have some 300 or 400 groups of em- 
ployes insured for protection under its 
old age pension form. Life insurance 
companies will naturally feel that the 
private system is the best; and that if 
such a huge sum as 47 billion dollars 
is to be accumulated over the years 
these funds may be better handled by 
private concerns under approved method 
of supervision in the traditional Ameri- 
can way. When one thinks that in 100 
years life insurance has succeeded in 
bringing together less than half the 47 
billions in all life insurance reserves, he 
is somewhat staggered at the thought 
of any system, governmental or private, 
having the responsibility for investing 
this huge sum. 


of the plan that the United States is 
far behind European countries in this 
form of legislation and particularly that 
Germany is ahead of all other countries. 
But we are learning more and more 
not to copy Europe in all things, but to 
work out our own methods which will 
be peculiar to our American institutions. 
It may well be that an entirely new 
form of assisting our citizens to pro- 
vide for their old age will be evolved. 
Certainly, the voluntary American way 
is considered to be superior to the Eu- 





ropean compulsory method. Students ¢ 
insurance should be encouraged to study 
the subject in all its aspects ang impl, 
cations, The great virtue of INsurang, 
is that while it takes true ACcount of 
the human and sentimental side, it Mut 
ever remain sound and economic, T 
find “the American way” of Providing 
old age protection is the problem, One 
American way certainly is to have 4 
little done by the government which 
can be done privately and _individyaly 
as possible. 











PERSONAL SIDE OF BUSINESS 
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The New York Life “Nylic Review” 
receives attention from “Printer’s Ink 
Monthly.” Stratford Corbett is editor 
and manager of the publication. Mr. 
Corbett gives some views as to the get- 
ting out of a house organ. He sees no 
place or picture in a publication of that 
kind for the novice or amateur editor 
nor for the stubborn professional editor, 
who believes his magazine has some 
peculiar intrinsic worth above and be- 
yond its usefulness to the company’s 
own sales program. Mr, Corbett gets 
out one of the most interesting of the 
company house organs. 

The marriage of Miss_ Elizabeth 
Whatley and Frank Reed Busch will 
take place in St. John’s Episcopal 
church, West Hartford, Conn., Nov. 7. 
Miss Whatley is the daughter of S. T. 
Whatley, vice-president and agency 
head of the Aetna Life, and Mrs. What- 
ley. 

Directors of the New York Life 

adopted a resolution in honor of Frank 
Presbrey, well known advertising man, 
who died recently. Mr. Presbrey had 
served as a director of the New York 
Life for over 20 years. Special refer- 
ence was made to his service as chair- 
man of the auditing committee. He 
also served on the agency, office, execu- 
tive and finance committees and was 
always willing to do extra committee 
work during the summer. Mr. Pres- 
brey, the memorial stated, never hesi- 
tated to sacrifice his time and energy 
for the New York Life. 
The name of W. G. Batchelder, man- 
ager Connecticut General Life in Wash- 
ington, D. C., was inadvertently omitted 
in printing the list of committee chair- 
men and vice-chairmen recently re- 
leased by President Patterson of the 
National Association of Life Underwrit- 
ers. Mr. Batchelder is vice-chairman of 
the membership committee, of which C. 
J. Zimmerman, general agent Connecti- 
cut Mutual Life at Newark, is chairman. 
P. G. Young, manager Metropolitan 
Life at San Francisco, is also a vice- 
chairman of the committee. 


Prof. Alfred Manes, an authority in 
insurance education, has come to the 
United States from South America as 
visiting professor of insurance on the 
Patten Foundation at Indiana Univer- 
sity. Dr. Manes has lectured on insur- 
ance in 20 different countries in various 
languages. He has written some 40 
books on insurance and has contributed 
to insurance publications in many coun- 





It has been argued by those in favor 


tries. He has served as insurance 





re, 


counsellor to Australia and other coyp. 
tries and organizations. Dr. Manes has 
decorations for his work from several 
countries. 

For the past three years he has 
served as guest professor in universities 
in the Argentine, Brazil and Chile, At 
Indiana University, Dr. Manes has 1% 
students of insurance enrolled in courses 
in general insurance, life insurance and 
in his seminar on current problems of 
insurance. 


J. O. Carter, Jr., treasurer of the 
Provident Life & Accident was pre. 
sented his 20-year service pin and a sil. 
ver water pitcher, suitably inscribed, to 
mark the anniversary event. President 
R. J. Maclellan made the presentation 
in the presence of company officials, 


C. F. Copeland, Indianapolis general 
agent National Life of Iowa, is celebrat- 
ing his 25th anniversary with the con- 
pany this year and the agents reporting 
to his office are putting on a special 
drive in his honor. Mr. Copeland is 
now the dean of the company’s agency 
force in point of continuous and active 
service, though two others total more 
years simply because their contracts are 
kept in force as a courtesy. 


Julius A. Stein of the Lincoln National 
Life agency in San Antonio has been 
elected state secretary of the Texas 
Exchange Club. 


H. L. Smith, general agent at Har- 
risburg, Pa., for the Northwestern Mu- 
tual, has been elected president of the 
Harrisburg chamber of commerce. 


Reed G. Hake, who retired recently 
as general agent for the Bankers Life 
of Iowa at Kansas City, is in Browns- 
ville, Tex., where he intends to remain 
about six months. 

Some 150 people were present at a 
testimonial dinner at Syracuse, N. Y,, 
given in honor of Henry Phillips, gen- 
eral agent of the Northwestern Mutual 
Life. in honor of his 40th anniversary of 
service. These were business and pro- 
fessional men and_ other persona 
friends. President Cleary attended from 
the home office and paid warm tribute to 
the guest. Mr. Phillips entered Syra- 
cuse University as a student in 1889. 
George H. Bond acted as toastmaster. 
Other speakers were S. H. Cook, B. E. 
Salisbury and Judge L. C. Crouch of 
the court of appeals. Mr. Phillips 
graduated from Syracuse University in 
1893 and for three years after was con- 
nected with the advertising department 
of the old Syracuse “Post.” He joined 
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Stephen Ireland, executive vice-presi- 
dent State Mutual Life, is in Los Ange- 
jes for aj week, | accompanied by Jason 
stone, Pacific Coast supervisor. He is 
jevoting his time to all-day business ses- 
sons and visiting outside agencies. 

Miss Bertha Strauss, a woman pio- 
ner in the field of life insurance and 
gcretary of the Edward A. Woods 
Company agency of the Equitable Life 
of New York in Pittsburgh since its 
incorporation, died at her home there. 
As secretary to the late Edward A. 
Woods, she opened the door to her sex 
in the insurance field and was widely 
known. . 

She quickly mastered the intricacies 
of the business and with a natural in- 
stinct for selling she developed into an 
insurance salesman. In addition to her 
regular insurance she had a large 
amount of group and annuity business 
to her credit. Frequently she led the 
entire sales force of the agency and on 
more than one occasion led the pro- 
cession for the Equitable of New York 
itself. 


Walter E. DeButts, 65, general agent 
in Lincoln, Neb., of the Equitable Life 
of New York for a number of years, 
died suddenly at his home there. Mr. 
DeButts was active for a number of 
years in association work. 


Memorial services were held Sunday 
in Milwaukee at the grave of Judge 
Henry L. Palmer, president of the 
Northwestern Mutual Life from 1874 
until his death in 1909, commemorating 
the 117th anniversary of his birth. The 
services were sponsored by various lo- 
cal Masonic bodies of Milwaukee. 
Judge Palmer at the time of his death 
was sovereign grand commander of the 
northern jurisdiction of Masons of the 
United States. 


Vernon L. Thompson, sales director 
Midwest Life of Nebraska, lost his 
9-year-old daughter, Magenta Grace, 
who died after a long illness. 


Paul F. Clark, general agent John 
Hancock Mutual Life in Boston, and 
chairman of the National Association 
of Life Underwriters convention com- 
mittee in Boston, was presented a 
handsome Paul Revere silver bowl in 
recognition of his fine work at a meet- 
ng of the convention chairmen in Bos- 
on, 


_Orville A, Andrews, prominent in 
life insurance in Nebraska, dropped 
dead on the streets of his home city of 
Lincoln. Mr. Andrews was state agent 
ot the Pacific Mutual for a number 
of years, organized the American 
States Life and later the American In- 
demnity, now the Guardian National 
Life of Nebraska. 


H. C. Lawrence, Newark general 
agent of the Lincoln National ‘Life, 
has been named president of the com- 
pany's Minute Men Club. The presi- 
dency goes to the agent who first quali- 
fies for the club and Mr. Lawrence 
qualified only a few weeks after the 
contest opened. 


Dr. W. R. Ward, medical director 
Mutual Benefit Life, will speak at the 
luncheon meeting of the New Jersey 
Historical Society in Newark Oct. 28 
on “The Makers of the Constitution.” 


WwW. W 





ekes, San Francisco manager 


. ¥ 
Acacia Mutual Life, has moved to new 
the Insurance Exchange 


quarters ji 
building, ‘ 





Receives Award 

















T. W. Appleby, president Ohio Na- 
tional Life, is here receiving a certifi- 
cate of award by J. R. Roberts, presi- 
dent National Direct Mail Advertising 
Association, on the left, in recognition of 
the advertising campaign created by his 


company. Ohio National entry was se- 
lected by judges as among the best used 
in American industry and the certificate 
was awarded during the annual conven- 
tion of the association at Cincinnati. 








A. & H. Week Committee 


Chairman Gordon Announces Personnel 
That Will Direct 1937 Campaign— 
Hold First Meeting Nov. 12 








A representative group of accident 
and health executives has been selected 
to direct activities of 1937 Accident & 
Health Insurance Week. Those who 
will serve on this committee, as an- 
nounced by Chairman Harold R. Gor- 
don of Chicago, include E. W. Amos, 
Massachusetts Bonding, San Francisco; 
R. A. Cavenaugh, Illinois Commercial 
Men’s, Chicago; W. W. Cole, General 
American Life, St. Louis; R. W. Faulk- 
ner, Woodmen Accident, Lincoln, Neb.; 
E. H. Ferguson, Great Northern Life, 
Chicago; Thomas Hook, Standard Ac- 
cident, Detroit; G. R. Kendall, Wash- 
ington National, Chicago; H. E. Kipp, 
Indemnity of North America, Philadel- 
phia; J. F. Lydon, Ocean Accident, New 
York; E. H. Mueller, Pacific Mutual 
Life, Milwaukee; C. H. Munsell, Mon- 
arch Life, Springfield, Mass.; Frank A. 
Post, THE NATIONAL UNDERWRITER, Chi- 
cago; J. E. Powell, Provident Life & 
Accident, Chattanooga; Harry Prevost, 
U. S. F. & G., Baltimore; C. T. Spauld- 
ing, Aetna Life, Hartford; W. E. White, 
Continental Casualty, Chicago, and L. 
W. Winslow, Fireman’s Fund Indem- 
nity, New York. 

The first meeting of the newly ap- 
pointed committee will be held in Chi- 
cago Nov. 12 to discuss ideas and plans 
preliminary to active work. 


H. B. Berwick as a Reporter 


The October issue of the “News Let- 
ter” of the Manufacturers Life is very 
largely an account of the convention of 
the National Association of Life Under- 
writers in Boston. The work was done 
by H. B. Berwick of the head office of 
the Manufacturers Life, who attended 
the convention. Mr. Berwick has writ- 
ten a running account of the convention 
and has edited several papers that were 
presented. He publishes a number of 
pictures of convention scenes and per- 
sonalities. 








We are now celebrating our thirty-third 
anniversary. We are proud of our enviable 
reputation for fair-dealing with our agents 
and our policyowners, of our record in the 
prompt payment of all just claims, and in 
our progress. 


THE VOLUNTEER STATE LIFE INSURANCE COMPANY 


Richard H. Kimball, President 


Chattanooga, Tennessee 

















THE 
DOMINION 
LIFE 


is Setting the Pace in Michigan 
with 
DOMINION Double Protection Plans 
DOMINION Pension Bonds and 
Monthly Income Disability 
on All Contracts 


LANSING 
800-801 OLDS 
TOWER BLDG. 


ROY G. NOWLIN 


DETROIT 
2724-6 UNION 
GUARDIAN BLDG. 


F. W. SIMPSON 


Manager 





THE DOMINION LIFE ASSURANCE COMPANY 
HEAD OFFICE - WATERLOO, ONTARIO 
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AMERICAN 
CENTRAL 
LIFE 


INSURANCE 
COMPANY 


ESTABLISHED (ees 


INDIANAPOLIS, INDIANA 





@ Complete Substandard and automatic Rein- 
surance facilities embrace so wide a field that 
prompt policy issuance—regardless of size—is 
the rule and not the exception. 























A Policy 


for Every 
Person and 
Every Purse 


THE 


GREAT-WEST LIFE 


ASSURANCE COMPANY 
Head Office—Winnipeg, Canada 


Business In Force Over $570,000,000 











NEWS OF THE COMPANIES 
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Hold Anniversary Luncheon 


Nearly 500 New Jersey, Business Leaders 
Help Observe Prudential’s 
6lst Anniversary 








NEWARK, Oct. 22.—Nearly 500 of 
the most prominent men of New Jersey 
and the Newark metropolitan district 
were received by President E. D. Duf- 
field of the Prudential and other com- 
pany executives at a buffet luncheon cel- 
ebrating the company’s 61st anniversary. 
The event is an annual reunion for lead- 
ers in the business, financial, professional 
and religious life of the community, It 
is always an informal gathering and no 
speeches are made, 

Executives of other life companies 
who attended included J. R. Hardin, 
president; E, E. Rhodes, vice-president; 
J. S. Thompson, vice-president and 
mathematician; Oliver Thurman, vice- 
president; H. H. Allen, secretary; Dr. 
W. R. Ward, medical director; E. O. 
Stanley, Jr., counsel, and R. S. Weaver, 
associate counsel of Mutual Benefit Life; 
and E. J. Heppenheimer, president, and 
a Nettleship, vice-president Colonial 

ife. 


Would Liquidate Indiana Company 

The Indiana department has filed 
injunction proceedings to prohibit the 
Benjamin Harrison Life of Indianapolis, 
an assessment company, from transact- 
ing any further business and to require 
its officials to show cause why the de- 
partment should not take possession of 
its assets and liquidate the company. 
The petition alleges that the company 
is insolvent and that it has failed to cre- 
ate a reserve fund as required by law. 
It was organized in 1934 as the Anthony 
Wayne Life and operated as such until 
May 1, 1936, when it changed to the 
present name, 


Baker’s Report Confirmed 

The report of W. R. Baker, receiver 
of the Federal Reserve Life, with refer- 
ence to claims has been filed with the 
federal court in Kansas City, Kan., and 
the court has confirméd the report. Judge 
Pollock has set Nov. 12 for appearance 
of all claimants desiring to file objections 
to the receiver’s report. 

Claims disapproved included one for 
$213,054 covering a participating certifi- 
cate held by the Farmers National Life, 
and one for $300,000 asked by Harry B. 
Rose, Live Stock Exchange, Kansas 
City, Mo., which, according to his claim, 
is due him for negotiating a $3,000,000 
loan for the Federal Reserve. Mr. Baker 
said he had found no record of such a 
loan having been made. 


Plans for Nameless Company 


The new life company in Washington, 
which is being promoted by Ae 
Eastman, a prominent real estate man 
of Seattle, and others, for which a name 
has not yet been selected, will have its 
headquarters in Olympia. It will be a 
stock legal reserve company. The 
leaders expect to have it launched, ready 
for business, soon after the first of the 
year. Mr. Eastman heads the American 
Underwriters Corporation, the holding 
company, which is selling the stock. The 
plan is to invest the proceeds from the 
stock sales in government bonds and to 
have the company chartered when $150,- 
000 is thus invested. 


Personal Insurance of Millionaires 


Due to a printer’s error, the statement 
appeared in the report of the meeting 
of the Million Dollar Round Table at 
the time of the Boston convention of 
the National Association of Life Under- 
writers that the average amount of in- 
surance owned by each member is 
$25,000. As a matter of fact, the cor- 




















Wants to Abrogate Contra, 





Controversy, Arises Over Effort of (4, 
tral States Life to Get Rid of 
Home Life 





A controversy has arisen in Arkang, 
over the management contract unde 
which Central States Life of St. Loyj 
took over the Home Life of Lit 
Rock in 1931. Assistant Attorney (ep. 
eral Williams of Arkansas states tha 
he has been instructed by the attorney 
general, who is in Washington, to fie 
receivership proceedings against the 
Home Life. Before such can be don 
the insurance commissioner must make 
official certification of insolvency, When 
the contract was made the Home Life 
had $40,000,000 of life insurance in fore 
but Commissioner Gentry estimates tha 
it now will run between $11,000,000 and 
$12,000,000. If the agreement is abro. 
gated and a receiver is appointed for the 
Home Life, then the supposition is that 
the 50 percent lien against the reserve 
will have to be increased. A few weeks 
ago the attorney general inquired of the 
commissioner as to the financial condi- 
tion of the Home Life and was told that 
in his opinion it was insolvent. One 
purpose of the contract with the Central 
States was to make a receivership m- 
necessary. The Central States desires 
to abrogate the contract. 


State Mutual Man in Texas 


James H. Eteson, assistant superin- 
tendent of agencies State Mutual Life, 
is making a two-week trip to offices from 
Ohio to Texas. His itinerary calls for 
two-day meetings in the Texas offices, 
which the company established at Dal- 
las, San Antonio and Houston earlier 
this year. One-day visits also are being 
paid to agencies in Cincinnati, St. Louis 
and Kansas City. 


J. H. Rees Has Resigned 


John H. Rees, who has been adver- 
tising and publicity director of the Colo- 
nial Life of New Jersey for the past 
eight years, has resigned. He expects 
to announce another connection shortly. 





Allison on Coast 


L. P. Allison, assistant secretary of the 
Travelers life department, was in San 
Francisco to hold group conferences with 
Manager Arthur S. Holman. A lunch- 
eon meeting was held with Mr. Allison 
as principal speaker. Mr. Allison also 
visited the Oakland, Sacramento, Fresno, 
Los Angeles agencies. 


New Assistant Medical Director 

Dr. W. O. Purdy has been named as- 
sistant medical director of the Equitable 
Life of Iowa. He has been practicing in 
Des Moines for some years. 








Wholesalers Now Big Buyers 


Wholesale dealers jumped into ~ 
place for September in the survey ° 
buyers of big life policies, as compli 
by Lincoln National Life. This group 
had occupied second place for the first 
eight months. In September, they = 
placed brokers, bank managers, and re 
estate company officials, holders of t ‘ 
top ranking position for the first = 
thirds of the year, The former leadet 
dropped to ninth place last month. ¥ 

Next to wholesale dealers came ° 
cials of warehouses, stockyards, oe 
coalyards; retail dealers; bookkeepers 
and accountants; students; office youd 
agers; builders and building contractor } 
officials of express and transfer = 
panies; and brokers, bank managers, 4 
real estate company officials. 

H. O. Johnson, agent at Hastings, Neb., 


'e ho 
for the Bankers Life of Nebraska, Wi 
has repeatedly won honors for high per 





rect figure is $125,000. 


sonal production, led all agents in pro 
duction in September. 
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LIFE AGENCY CHANGES 








=, Hioimes Takes General Agency 
| Contray ’ 

ormer Travelers Man Joins Northwest- 
ffort of ¢ en National Life in the Western 
t Rid of 7 Pennsylvania Field 


The appointment of Jay M. Holmes 
.; general agent for western Pennsyl- 
ania is announced by Northwestern 
Mr. Holmes will have 


IN Arkansas 


tract under van 


MB ational Life. 

. ~ Fm vadquar ters in Pittsburgh, where he 
torney Gen. iad been prominent in the life insurance 
States that jeld for a number of years. : 
he attorney Mr. Holmes entered the business in 
ton, to fie maha im 1920 as a field assistant for 
Zainst the mmthe Travelers. Since then he has had 
an be done seexperience as a manager in Wilmington, 
Must make MED, and Pittsburgh, where he_ had 
ney, When fecharge of operations for western Penn- 
Home Life Msvlvania. For the last few months Mr. 


Holmes has been in Chicago for the 
Travelers, working among brokers. He 
has been especially successful in 


Ice in force 
imates that 
00,000 and 











It is abro. MB salary savings field. 

ted for the ME In 1934 Mr. Holmes served as presi- 

10n is that Medent of the Pittsburgh Life Un- 

€ reserve MM derwriters Association. 

few weeks Mr. Holmes is a native of Nebraska 

red of the [and attended the state university at 

cial condi HM Lincoln where he was a football star. 

S told that I For many years he has acted as an 

ont. One M&F oficial at college football games. In 

- Central 9% 1935 he was president of the Eastern 

tship un MF Intercollegiate Officials’ Association. 

>S desires 

. Davis Ellis Takes Charge 

Xas e 

mene of Second Chicago Agency 

ual Life, ; pe 

ices from Davis W. Ellis, who recently re- 

calls for signed as Illinois state manager of the 

s offices, Monarch Life at Chicago, has been ap- 

at Dal. pointed manager of a second Chicago 

1 earlier agency of the Mutual Benefit Health 

re being & Accident and United Benefit Life of 

it. Louis Omaha. He is located temporarily in 
the older agency of Redfield & Mc- 
Gurk, in the Insurance Exchange build- 

ed ing there. Mr. Ellis will report direct 

oe to the home office. 

e Colo- He has had 15 years’ insurance ex- 

he past perience, including much time in re- 

expects (ruiting, training and handling agents. 

sheets He was connected with a Wheeling, 
W. Va., investment company, then ran 
a general insurance agency at Marion, 
Ind, for a time before going to Chi- 

’ of the (ago some years ago. He is secretary 

in San of the Chicago Health & Accident As- 

es with sociation. 

—_ 

ison 
n also & R. W. Fischer Is Kansas City 





resno 
; Head of Bankers of Iowa 
ctor y Ralph W. Fischer has been appointed 
aks general agent at Kansas City for the 
stable reg Life of Iowa succeeding Reed 
<> Hake, who has resigned. Mr. 
Fischer has been connected with the 


Penn Mutual in St. Louis for a num- 
rer of years. He has been in the busi- 
1S hess about 15 years. A brother, Ira 












first Fischer, is St. Louis general agent for 

y of the Bankers Life, 

piled 

Troup * 

first Name Tribolet at Bellevue 

dis- _P. W. Tribolet has been appointed 

real cone agent of the Lincoln National 

the wlte in Bellevue, O. His territory will 

two- wiclude Erie, Huron, Sandusky and 

ders “ei — For the past 15 years 

€ has been engaged in insur- | 

" der cone gag general insur 

and 

pers s 4 

aoe wanson Back in San Francisco 

ors; ; CL. Swanson has joined the north- 

os ern California agency of the John Han- 

an ~- Mutual Life in San Francisco. Mr. 
aeeenen was San Francisco general 

“a — of the Minnesota Mutual Life 

rho Nd active in both underwriters and 





managers association work before go- 
§ east approximately two years ago. 








; Co. of Boston, state agents of the Na- 





He has been in Kansas City caring for 
a number of business matters for his 
family. 


Smith with Berkshire 


The Berkshire Life has appointed 
W. R. Smith general agent in Louisville. 
He was born in Maysville, Ky., Sept. 9, 
1902. In 1927 he entered life insurance, 
in Cincinnati with the Pacific Mutual 
Life. In 1929 he went with the banking 
division of the Central Acceptance Cor- 
poration, a finance company of Cincin- 
nati. 

In 1934 Mr. Smith severed this con- 
nection and became a full time agent 
for the Prudential in Cincinnati. 





Hoffman Ohio Manager 


Irving S. Hoffman of Columbus has 
been named Ohio manager for the 
Occidental Life which has just been 
admitted to the state. Mr. Hoffman 
spent 10 months in the Los Angeles 
home office of the company. 


Garcelon in New Post 


Marrill Garcelon, Harvard graduate 
who has been in the life insurance busi- 
ness three years, has been appointed to 
the newly created post of superinten- 
dent of agents for James T. Phelps & 





tional Life of Vermont. 





Birmingham K. C. Manager 
J. H. Birmingham, Phoenix Mutual 
Life supervisor in Kansas City, has been 
named manager of the office there. 





Ewing with Security Mutual 


Joseph W. Ewing, who has been for 
a number of years with the Lincoln 
National Life, has been named general 
agent at Lexington, Mo., by the Se- 
curity Mutual of Nebraska. 





Bankers, Neb., Names Two 


The Bankers Life of Nebraska has 
established a St. Joseph, Mo., agency 
with William A. Maxwell, seasoned 
producer, as general agent. Ray W. 
Hubbard has been named general agent 
in central Iowa, with headquarters at 
Cedar Rapids. 





Life Agency Notes 


W. M. Collins has been appointed gen- 
eral agent of the Ohio State Life at Lin- 
colnton, N. C. 

Cc. P. Thomas, who has just completed 
a course in the Aetna Life group school, 
has joined the Elmer Abbey agency, San 





Antonio, Tex., as assistant to Logan 
Campbell, group manager. 


The Blanchard & Calhoun Realty Co., 
Augusta, Ga., has opened a life depart- 
ment with Isaac Ried as manager and 
will represent the Aetna Life. 


Extends National Advertising 


The Bankers Life of Iowa announces 
an expanded program of national adver- 
tising beginning Nov. 1, with the addi- 
tion of “Collier's Weekly” to the maga- 
zines in which advertisements will ap- 
pear. The Bankers Life national adver- 
tising started in November, 1934, with 
insertions in the “Saturday Evening 
Post.” “Better Homes & Gardens” was 
added in December, 1935. Regular in- 









sertions in both of these publications 
have continued, and will continue 
through the next year. During the year 
Bankers Life “ads” will appear in more 
than 50,000,000 copies of these three 
great national magazines. 


Produce for C. L. Barbee 


Those in the H. A. Hedges agency 
of the Equitable Life of Iowa in Kan- 
sas City are producing this month in 
honor of C. L. Barbee, special repre- 
sentative. He is the oldest man in 
point of years of service in the Equit- 
able of Iowa. He celebrated his 70th 
anniversary recently. He has been in 
the business 43 years. 
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ness of 52% over June, 1935. 
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One memorable day in 1805, as the Lewis and Clark Expedition ap- 
proached the Bitter Root Mountains, Sakaka-Wea, Indian guide of the 
party, suddenly burst forth with the most jubilant salutations. Here, riding 
toward her, were members of her own native tribe, from whom enemy 
Indians had separated her since childhood. 
similar feeling of “arrival at a safe port" which Provident Life is privileged 
to offer its policyholders. Steadily, safely, Provident Life travels on. June, 
1936, marked its 20th birthday, and June, 1936, scored an increase in busi- 


If a sound financial record and con- 
sistent growth have selling interest for 
you, get in touch with us! 


— 


BISMARCK, NORTH DAKOTA 
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“Home again!" .. . It is a 








Key Man 
The Contract: 


rather than in 


Angus O. Swink 
President 





“From the Cradle to Retirement” 


No. 10 


The Need: Protection for Business in event of Death of 


Business Insurance 


A varied number of attractive plans of insurance providing 
indemnification against such a contingency are written by 
Atlantic Life in a special form of contract under which the con- 
trol of the policy is vested in the Beneficiary (the business) 


the executive insured. 


Atlantic Life Insurance Co. 


RICHMOND, VIRGINIA 


Wm. H. Harrison 
Vice Pres. & Supt. of Agencies 

















14 


THE NATIONAL 


UNDERWRITER 


October 23, 1935 

















SALES MEETINGS 





Small Businesses Cffering 
Opportunity, Patterson Says 


A. E. Patterson, Penn Mutual gen- 
eral agent in Chicago, gave an inter- 
esting talk to the company’s agents in 
the Denver territory at a meeting there, 
his subject being “Business Insurance 
as Applied to the Small Businesses.” 
He pointed out the opportunity to 
cover partners and heirs. He said it 
was estimated the stock of 90 per cent 
of all corporations is held closely and 
has no established value. Ordinarily 
small close corporations function like a 
partnership, the individuals contributing 
their services, the greatest asset a small 
corporation can have. 

3usiness insurance prevents stock of 
close corporations from getting out of 
the hands of those active in its man- 
agement, he said. “Partnership insur- 
ance solves every problem arising at 
the death of a partner, both from the 
standpoint of the estate of the deceased 
and the surviving partners,” he said. 
It prevents possibility of dissolution of 
the business and sale of assets to satis- 
fy the estate of the deceased. It guar- 
antees a market for the partners’ in- 
terests at the time such a market should 
be created. Business men may be re- 
luctant to talk of personal insurance 
but an approach through their business 
is effective. 





Jefferson Standard Meetings 


Julian Price, president of the Jeffer- 
son Standard Life, who attended the 
American Life Convention meeting at 
Dallas, held agency meetings at Hous- 
ton, San Antonio, Fort Worth and 
Dallas. At Dallas he had a conference 
with his general agents from that state. 
From the home office, in addition to 





him, were Actuary D. E. Buckner, 
Treasurer L. M. Johnson and Associate 
Counsel C. R. Wharton. 

The O. P. Schnabel agency of the 
Jefferson Standard in San Antonio, with 
50 agents in southwest Texas, was host 
to President Price at a luncheon at 
which it was announced that written 
business for Price Week amounted to 
$150,000. Mr. Price presented a 20- 
year service pin to A. G. Janszen of 
the San Antonio office, the company’s 
oldest agent in point of service west of 
the Mississippi, and the leader in the 
number of applications obtained during 
Price Week. 


Mersfelder Fall Roundup 


L. C. Mersfelder, Oklahoma manager 
for the Kansas City Life, started his an- 
nual “fall roundup” campaign Oct. 19. 
The promotion, which is the agency’s 
big campaign of the year, ends Nov. 30, 
and is climaxed Dec. 4 by the agency’s 
annual deer dinner at Oklahoma City. 
Mr. Mersfelder, who has been with the 
Kansas City Life 24 years, has held the 
campaign for a number of years. In No- 
vember he goes to New Mexico to bag 
the deer to provide venison for the din- 
ner. 


Hold Educational Meeting 


F. M. Croxson, manager Equitable of 
New York at Omaha, held an educa- 
tional conference at Excelsior Springs, 
Mo., Second Vice-president A. G. Bor- 
den and W. M. Rothaermel, superin- 
tendent of agencies central department, 
Chicago, being on the program. 


Embry Agency in Outing 
The A. M. Embry agency of the 
Equitable of New York in Kansas City 
held an outing at Lake-of-the-Ozarks, 











T HOROUGH 


insurance. 


HELENA 








investigation will prove beyond 
question that during the twenty- 
six years this Company has been 
doing business its policyholders 
and agents have placed their 
financial future and that of their 
families, with one of the safest 


and fairest institutions of life 


MONTANA LIFE INSURANCE CO. 


Gleii ~9ENDURING AS THE MOUNTAINS 


Lee Cannon, Superintendent of Agencies. 


and complete 


MONTANA 

















Mo., ending a contest in which 15 
agents and nine district managers 
qualified. It was a three-day meeting 


with W. M. Rothaermel, superintendent 
of agencies central department, Chicago, 
attending. 





Christensen Is President 


Fred Christensen was elected presi- 
dent of the Nebraska agents association 
of the Security Mutual Life of Nebraska 
at the annual meeting. Len J. Davis, 
discussed the obligation resting on 
agents to qualify for the right to take a 
prospect’s time. 











NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 
Books, etc. Supplementing the “Unique Manual- 
Digest,” pero ee annually in May at $5.00 and the 
“Little Gem” published annually in March at $2.00 























Term Supplementary Plan 


Travelers Issues Family Maintenance 


Income Provision to Be Attached 
to Present Policies 


The family maintenance income pro- 
vision recently announced by _ the 
Travelers may be attached to term ex- 
pectancy or any higher premium form. 
The rider provides sufficient 10, 15, or 
20 year term insurance to pay a $10 
monthly income for a like period after 
death of the insured providing such 
death occurs during the term period. 
At the end of the income period, the 
face amount of the original or basic pol- 
icy to which the rider has been at- 
tached is payable to the beneficiary in 
cash or such other settlement as may be 
arranged. 





10 15 20 10 15 20 

27 St a0. Yr. Ye ve 
Age Plan Plan Plan Age Plan Plan Plan 
20 5.20 $7.27 $9.09 33 6.04 8.71 11.39 
21 b.24 7.33. 9.17 34 6.15 8.91 11.74 
22 5.28 7.40 9.29 35 6.27 9.14 22.18 
23 5.33 7.47 9.40 36 6.41 9.41 12.56 
24 5.37 7.55 9.52 387 6.57 9.70 13.04 
25 5.43 7.65 9.66 38 6.74 10.03 13.59 
26 5.48 17.74 9.80 39 6.93 10.39 14.18 
27 5.54 7.84 9.96 40 7.15 10.81 14.86 
28 5.61 7.96 10.14 41 7.39 11.27 15.60 
29 5.67 8.08 10.34 42 7.67 11.79 16.43 
30 5.76 8.22 10.56 43 7.99 12.37 17.35 
3 5.84 8.36 10.80 44 8.34 13.02 18.38 
32 5.94 8.53 11.08 45 8.74 13.76 19.51 





Manhattan Life Issues New 
Dividend Schedules for 1936 


The Manhattan Life of New York has 
issued its basic scale dividend schedule 
announced last month and a new sched- 
ule for 3% percent policies. This sched- 
ule was calculated by applying present 
earning factors to the new 3 percent poli- 
cies. The company feels that a uniform 
plan whereby surplus is equitably appor- 
tioned between one policy and another 
will allow any changes in company earn- 
ings during the next few years to be re- 
flected by declaring dividends in terms 
of percentages of this basic scale. For 
instance, present interest earnings dic- 
tate that the scale as shown is correct for 
this year but perhaps an improvement 
next year will demand a declaration of 
105 percent. The 3% percent scale effec- 
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Ordinary Life 
Dividends Per $1,000 at Enq of 


Stated Periods 


Age Prem 2 5 10 15 9 
10....$ 12.92 $1.53 $1.93 $2.28 $9.69 33/4 
15.... 14:40 1.72 “1.95 2°31 “9'eg Sait 
20. 16.15 1.95 2.22 2158 9°93 Si 
25. 18.29 2.20 2.47 2:87 333 i 
30. 21.18 2.45 2.76 3:34 404 42 
35.... 25.14 2.80 3.23 4:02 494 2! 
40. 30.47 3.38 3.97 5.03 619 tH 
45.... 37.40 4.19 5.01 6.29 749 <2 
50.. 46.39 5.33 6.39 7.78 8’ 
55.... 58.07 6.81 8.04 8.73 9.48 
60.. 73.63 8.43 9.24 10.29 11/65 
65....: 94.48 9.97 11.17 13.00 14.55 
20 Payment Life 
Age Prem. 2 5 10 15 
10....$ 22.66 $2.01 $2.61 $3.35 $4.19 
15.... 2469 2:51 294 S68 47 
20... 9669 2:76 3128 S.9T agp 
25.... 28.99 3.00 3.49 4.29 5.97 
30. 31.88 3.26 3.78 4.74 5.89 
Bleece > 35.60 3.60 4.22 5.39 6.69 
40... 40.37 4.13 4.91 6.29 768 
45.... 46.38 4.88 5.85 7.39 8°74 
50.. 54.08 5.91 7.09 867 9.44 
55.... 64.10 7.27 8.57 9.46 10.48 
60. 77.70 8.73 °9.60 10.78 12:96 
65.... 96.61 10.11 11.35 13.22 14:74 


Preferred Risk—Semi-End, at 75 
Dividends per $10,000 


Age Prem. 


2 5 

$ $ $ 
20.. 150.00 14.60 17.10 
25.... 167.80 14.80 17.40 
30.. 190.50 13.00 15.90 
35.... 220.00 13.20 17.10 
40 259.00 13.90 19.50 
45.... 321.70 16.90 24.80 
50 405.50 21.60 31.90 45.5 
55. 519.00 28.00 40.00 





(For issues after Aug. 15, 1932) 
Preferred Risk (Semi-End. 75) 





Ages ... 2 3 40 5 60 
Prem. ..$14.98 $18.99 $25.92 $38.96 ..... 
A inesaten 2.26 34 2.29 BECO Teciaek 
Bi. eerie 2.31 2.39 2.39 BG © wasicy 
Sar 2.36 2.42 2.47 be eee 
Ordinary Life 
Prem - 17.82 22.73 31.08 46.27 $75.16 
RTS ae 2.97 3.32 3.69 4.88 7.38 
ae atone 3.03 3.36 3.80 5.11 7.50 
Me tana 3.07 3.40 3.89 5.29 7.58 
20-Payment Life 
Prem . 26.23 31.47 39.50 53.04 78.66 
De es 3.23 3.61 4.03 5.18 17.44 
3 3.30 3.67 4.15 5.42 7.61 
4 3.36 3.72 4.24 5.60 7.65 
20-Year Endowment 
Prem 47.34 48.65 51.61 59.59 80.75 
re peteccarete 3.89 4,18 4.51 5.46 7.52 
Byone fete argores 4.00 4.28 4.63 5.69 7.69 
RD ais shseke 4.09 4.34 4.75 5.88 7.78 
Modified (5) Life 

Prem 12.69 17.60 26.90 
(ree 2.28 2.55 3.53 

Be Girlie 2.30 2.63 3.75 

Meo Graces 2.32 2.71 3.93 





Execution of Holder Does 
Not Void Policy, Court Says 


LITTLE ROCK, Oct. 22.—In the 
first case of its kind ever decided by 
Arkansas courts, the supreme court has 
held that insurance policies carried by 
persons who are executed for crime 
must be paid to the designated beneti- 
ciary. . 

The decision was handed down in 4 
case appealed from Phillips circuit court 
by the Progressive Life, involving 4 
$300 policy carried by C. D. Ward, Ne 
gro, who was executed in Missouri last 
year. Ward named a sister, Essie Dean, 
as the beneficiary. 

The insurance company refused to 
pay the policy on the ground that the 
policy had lapsed and aiso that it 1s col 
trarv to public policy to pay policies 
matured by death of the insured by legal 
execution. The trial jury found that the 
policy had not lapsed ‘and returned 4 
judgment in favor of the plaintiff for 
the face value plus 12 percent delay pet 
alty and an attorney’s fee. 

The company relied on two cases de- 
cided by the United States Supreme 
Court to support its contention that pub- 
lic policy forbade collection of the 1 
surance because of the execution of the 
insured, but the state supreme court 
cited decisions by the supreme courts 0 
Illinois and Tennessee in which the 
United States Supreme Court's de- 
cisions were discussed but in which the 
state courts took an opposite view 4! 
decided the insurance must be paid. 
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ytterson at Denver Dinner 





tional President Restates Program for 
Year-Samuels Tells of Committees’ 
Progress 


DENVER, Oct. 22. -A. E. Patterson 
Chicago, president National Associa- 
on of Life Underwriters spoke at a 
mer given him by the Colorado asso- 
tion, With 185 in attendance. Guy 
ay, Sun Life general agent, presided 
nd introduced the speakers. 
Mr, Patterson stated his determina- 
ion to extend the agencies’ practices 
greement and restated the policies of 
e organization for the next year, as 
ready announced. 

Isadore Samuels, New England Mu- 
wal Life, general chairman of the con- 
ration committee, spoke on the prog- 
ess already made by the Denver com- 
ittees. “We in Colorado have the 
pirit, the enthusiasm, the desire in our 
hearts, to make this convention go down 
i history as outstandingly successful 
and memorable.” he said. 

Maxwell Hoffman, assistant managing 
director of the National association and 
Commissioner and Mrs. Cochrane of 
Colorado were special guests. 


A. R. Jaqua Offers “Magic 
Formula” in St. Louis Talk 





ST. LOUIS, Oct. 22.—The component 
parts of “The Magic Formula” for suc- 
cessfully writing life insurance as given 
toabout 200 members of the Life Under- 
writers Association of St. Louis by A. 
R. Jaqua, associate editor Diamond Life 
Bulletins, were: 

“1. Have a lot of friends who will 
trust you. 

“2. Learn to find the life insurance sit- 
vation of the prospect and how to solve 
his insurance problems.” 

He said that some persons have the 
natural ability to make friends, but others 
have to acquire this asset. He contended 
that many agents lose life insurance 
sales by talking too much about life in- 
surance instead of about the particular 
insurance situation of the prospect. 

“You must walk around him and find 
the way to get inside him,” he added. He 
said further that when an agent wants to 
succeed as badly as he wants to do a lot 
ot other things he is bound to succeed in 
life insurance. 

He contended that eventually life in- 
surance men must decide whether life 
surance is a commercial enterprise or a 
fiduciary institution. He said that not 
until the industry agrees that life insur- 
ace is strictly a stewardship of other 
people’s money will the business of sell- 
ing life insurance become a profession. 

* OK Ok 
Columbus, O., Seminar 
The Columbus, O., Life Underwriters 
Hssociation is holding its annual seminar 
riday. There will be three sections of 
the seminar, presided over by Chairmen 
i Dexter, Fred A. Brunner and 
ad N. Wieting. Speakers will include 
7 R. Munsell, Stephen R. Fraher and 
ear Smith. The topics to be consid- 
— Approach,” “Presentation and 
poe’ and Prospecting Through Deliv- 
beg These topics are grouped under 
i theme, “Three Golden 


* * x 
tenbtnaw, Mich.—Talk to prospects in 
ms they understand about things 


With which they are familiar 
oe the sales appeal a technical 
Suan of unfamiliar actuarial terms, 
pon — Milnar of Flint, branch mana- 
pl 7reat-West Life, advised. He ex- 
tt little worry over the future of 
a nee declaring that the insur- 
~ Ares need not be alarmed by the 

nd of taxation, the social security 


rather 


law, or the Possibility of inflation. These 
he said, are more apt than not 


factors, 





to help the sale of life insurance. 

W. C. Hurley was elected secretary, 
succeeding C. M. Schrems, resigned. A 
report on the national convention was 
given by L. D. Johnson. 

* * * 

Philadelphia—Leaders of 10 companies 
sat at the head table at the first fall 
meeting. The innovation is sponsored 
by President A. B. Levy. Every month, 
for the rest of the season, 10 leaders 
with their companies selected in alpha- 
betical order from the membership 
roster, will be the guests at the speak- 
ers’ table. 

Dr. S. S. Huebner, dean of the Ameri- 
can College of Life Underwriters, con- 
ferred C. L. U. degrees to the following 
Philadelphians: R. S. Davison of the 
Provident Mutual; B. M. Gaston, Metro- 
politan; J. H. Hoyle, Sun Life of Canada; 
E. H. Preston, Jr., Pacific Mutual; M. R. 
Wallis, Equitable Life of. lowa. 

Dr. Huebner reviewed the progress of 
the C. L. U. work, 1,237 now having the 
designation, with 1,288 having partially 
completed the requirements. 

St. Catharines, Ont.—J. E. Matthews, 
president Dominion association, spoke at 
a luncheon on the helpful effect on life 
insurance of many laws recently aaopted 
in Canada. 

* * * 

San Antonio, Tex.—R. B. Hull, manag- 
ing director National association, spoke 
on “Real Security.” 

* * * 

Little Rock, Ark.—Talks on “Business 
Life Insurance,’ were given by C. E. 
Hayes, Union Central Life; Gordon H. 
Campbell, general agent Aetna Life; 
George Vinsonhaler, president of the as- 
sociation, and H. A. Henderson, field su- 
pervisor Union Central. 

a oe oe 

Corpus Christi, Tex.—W. L. Dugger, 
vice-president Great American Life, San 
Antonio, spoke on the “Aims and Objec- 
tives of Life Insurance.” He attributed 
the difficulty in selling life insurance to 
the failure of the life underwriters to 
present properly the needs it meets, be- 
cause of not keeping in mind its objec- 
tives. 

Paul Tally, associate general agent 
Great American Life, has been elected 
president. 





* *K * 

Topeka, Kan.—President Paul C. Kaul 
announced at the closing day of the 
membership drive that there was an in- 
crease of 100 percent. Don P. Pierce 





Is Elected Secretary of 
the Industrial Section 








THOMAS J. MOHAN 


Vice-president Thomas J. Mohan of 
the Eureka-Maryland Assurance of Bal- 
timore in charge of the field is the new 
secretary of the Industrial Section of the 
American Life Convention. Mr. Mohan 
is one of the vigorous, resourceful men 
interested in industrial insurance and 
has made a good record. 





was elected secretary and treasurer to 
fill the vacancy caused by the resigna- 
tion of Paul T. Cooney. 

* * * 

Jackson, Mich.—Fred A. Maxson has 
been elected president, succeeding J. C. 
Burnett, who resigned to head the real 
estate department of the Jackson Sav- 
ings & Loan Association. A report of 
the Boston convention of the National 
association was given by Earl Engle. 

*x* *K * 

Green Bay, Wis.—N. J. Frey, president 
Wisconsin Life, Madison, Wis., spoke on 
several aspects of the social security act 
at the October meeting. 
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TALMADGE SMITH NOW BROKER 


Talmadge Smith, who resigned re- 
cently as agency supervisor for the 
Meyer agency of the New England Mu- 
tual in Chicago is returning to that city 
after a business and pleasure trip of 
several weeks in Oregon and other 
western states. For a time he will be 
an independent life broker. Mr. Smith 
was president of the Life Agency Super- 
visors ‘Club of Chicago this year, vice- 
president of the Chicago Chapter of C. 
L. U. and member advisory council, 
Chicago Association of Life Under- 
writers. 

* * xX 

WOMEN’S DIVISION SEASON 


Mrs. M. K. Alexander, unit ma» 
of the P. B. Hobbs agency of the 
Equitable Life of New York in Chicago, 
who has done an outstanding work in 
building a unit exclusively of women 
agents, addressed the women’s division 
of the Chicago Association of Life Un- 
derwriters at the first fall luncheon. She 
spoke on “Opportunities for Women in 
Life Insurance Selling.” Sara Frances 
Jones, also of the Equitable, chairman 
of the women’s activities at the Boston 
convention of the National Association 
of Life Underwriters and first president 
of the Chicago women’s division, gave 
highlights of the Boston meeting. Miss 
Edna Kaufmann of Stumes & Loeb, 
Penn Mutual, was the chairman. The 
annual meeting will be held in January. 


OPENS 


* * xX 
DR. DINGMAN IS CHAIRMAN 


Dr. H. W. Dingman, vice-president 
and medical director of the Continental 
Assurance and Continental Casualty, 1s 
chairman of the “Chicago Community 
Fund” insurance division. He has di- 
vided the work into three parts. W. K. 
Maxwell, western manager of the Han- 
over, takes the fire and marine group. 
E. Irving Fiery, manager Royal Indem- 
nity, takes the casualty and surety group 
and 9. J. Johannsen, Northwestern Mu- 
tual Life, is head of the life insurance 


circle, 
* * x 
HOLZMAN IN NEW ORGANIZATION 


Alfred Holzman, former Chicago life 
insurance man, active in the old Chi- 
cago Life Insurance Field Men’s Club, 
is organizing a new mutual benefit as- 
sociation in that city in the Fisher build- 
ing, the Prudence Mutual Protective As- 
sociation. Mr. Holzman has similar or- 
ganizations in a number of states. He 
resides in Philadelphia, has three asso- 
ciations at Wilmington, Del., and two 
or three in New Jersey. 

x * 





Hold Iowa Regional Conference 


Fifty Iowa agents of the Central Life 
of Iowa attended a regional conference 
in Des Moines. It was the fifth of a se- 
ries of seven regional conferences in the 
company’s autumn sales program. 


Bridges Atlanta Assistant 


S. R. Bridges, Jr., has been named 
supervising assistant for the Atlanta 
agency of the Mutual Life of New York 
by C. J. Currie, manager. He joined 
the Mutual Life there in 1933, shortly 
after graduating from Emory Univer- 
sity. He qualified for the 1935-36 $250,- 
000 Field Club and has twice ranked in 
the first 50 of the company’s agents. 
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(Both First Year and Renewal 
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Enjoy the advantages of 
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IT WORKS 
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J. Herbert Snyder, 
Agency Vice-President. 
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‘ lar 3 ithout requiring the agent 

Home Office Men ta aot ls tse? 
R. F. Edwards, underwriting statis- 
Arrange Program tician Prudential, will be chairman of 


the occupational committee meeting. 





(CONTINUED FROM PAGE 3) The program includes “Motion Picture 
5. Removal of extra premium charges | Risks,” L. W. Morgan, vice-president 
for occupation or residence: Pacific Mutual Life; “Fatal Accidents 


a. Do give: a en ig in the United States and Canadian 
yremiums contain a clause i : ° ” . 
comeuat ‘of extra charge, a on what Lighthouse service,” by Mr. Edwards; 
conditions? The Fishing Industry in Canada and 

b. What is the company practice with | Newfoundland,” W. M. Bell, assistant 
regard to evidence of insurability? actuary, London Life. 

_¢. If insured is found impaired, med- The afternoon session will hear pa- 
ae 0 ee ee ee” pers on “Undertakers as an Underwrit- 
aes ing Problem,” W. Nelson Bagley, 

Other Features in Program assistant actuary Travelers; “Radio 

6. Is it advisable to underwrite in any | Broadcasting,” Morris Pitler, statis- 
way retirement income annuities or any | tician supervisor of risks office, Mutual 
similar contract involving no risk?]| Life of New York; “File Manufacture,” 
pearnsrcer nee kt ve sea a be gases S. G. Hopkins, underwriter Penn Mu- 
‘ 2 7 in ¢ . (E.Teae 
naclans seine oe ie great maxasiat tual Life; “United States Navy Sub- 
difficulties or of poor reputation or nor- | Marine Service,” W. C. Harrison, un- 
torious conduct on account of habits? | derwriter New York Life. 

Such contracts frequently have a con- 


version privilege indicating that the Northern Life of Canada 


company will consider evidence of in- h M hi 
surability for the purpose of incorporat- + 1 an 
ing an insurance feature. in U. S. Throug 1chlg 

7. Are any companies trying to edu- 
cate the field force in underwriting prin- The Northern Life of London, Ont., 
ciples and in the proper presentation of has now entered this country, having 


unusual and border-line risks? What x ee “ 
lines does this educational work follow? | Obtained _a Michigan license and ap- 


8. Is the amount of reinsurance likely | pointed Harry Weigarden as manager, 
to increase so as to take care of the | at Detroit. 











A REAL OPPORTUNITY 


Occidental Life has recently entered the states of Ohio, 
Illinois, Michigan, Indiana, Louisiana, and Arkansas. As 
a result, we are in a position to offer outstanding agency 
opportunities in these states to capable men. 


This Company's record the first nine months of 1936 shows 
the following evidence of rapid, sturdy growth: 


e Increased its business in force over $74,000,000 


e Total business now in force over $284,000,000 
@ Reinsured three other companies 
e Entered six additional states 


A growing company offers a great future for ambitious men 
who are capable of growth themselves. 


OCCIDENTAL LIFE INSURANCE CO. 
of California 


Vv. H. JENKINS Home Office 
Vice President LOS ANGELES 

















Aggressively Developing State of Illinois 
Offering Unusual Agency Opportunities 





Liberal First Year Commission and Non-forfeitable 


Renewal Commissions 
Assistance in the Field Home Office Co-operation 


GLOBE LIFE INSURANCE Co. 
OF ILLINOIS 


WM. J. ALEXANDER, President 
An Old Line Legal Reserve Company—Established 1895 
40 Years of Continuous Faithful Service 
to Policyholders 
t 








Writing Complete Line of Modern Policies with 
All Standard Provisions 


Ages (0-60) 
Double Indemnity — Disability — Non-Medical 
Modern Juvenile Contracts Full Benefits Age 5 


Waite Us Topay ror Particucars 


431 South Dearborn Street Chicago, Illinois 











Hamill Tells Fire Agents 
of Agency Practice Move 





(CONTINUED FROM PAGE 3) 


community of interest in this matter 
between fire, casualty and life men. 

Mr. Hamill spoke on “Fewer and 
Better Agents or Elimination of the 
Unfit.” He referred to the present 
agency situation as “vicious, destruc- 
tive and cancerous.” 

He asked why it is that the public 
resents the “intrusion” of the insurance 
salesman? Why is it necessasy, he 
asked, for the insurance salesman to 
overcome so much resentment on the 
part of the public? He declared that 
insurance is the best sold idea in this 
country but the actual sale of the con- 
tract is very frequently the most poorly 
handled transaction in the country. 

The answer, he declared, is the 
indiscriminate appointment of agents 
and the unnecessary appointment of 
part time agents. 


Need for More Competent Agents 


He referred to the conclusion of 
Henry C. Link, secretary of the Psycho- 
logical Corporation, that the greatest 
cost of life insurance is the time and 
energy the public has to spend in get- 
ting rid of poorly equipped salesmen and 
that the selling of life insurance is one 
of the most wasteful businesses there 
is. It wastes the energy of its good 
salesmen by allowing its majority of 
poor ones to build a resistance to in- 
surance among good prospects. 

About 10 years ago, he said there 
were 100,000 life insurance agents and 
today there are close to 200,000. In 
Pennsylvania there is a life insurance 
agent for every 340 persons; in Con- 
necticut for each 392 persons. The 
average weekly earnings of these men, 
he declared, could not be over $12.50. 

In San Francisco, he observed, more 
than 25,000 life licenses are issued. If 
the agency system is to survive, he de- 
clared, it must rid itself of the “disgrace 
of having to recruit a new army of 
agents each year.” 

He told the fire insurance people 
something about the movement to elim- 
inate unfit agents and the work of the 
agency practices committee. 

The selling technique should be ele- 
vated to a point that it does justice to 
the security of the contracts that are 
sold and the man power standard must 
be raised to the point of public accept- 
ance and approval. 


North American Life Report 


High Spots on the Convention Examina- 
tion Made by Four State In- 
surance Departments 


The Oklahoma, Illinois, Kansas and 
Wisconsin departments have issued their 
report of the examination of the North 
American Life of Chicago as of March 
31. The assets are $12,266,096, capital 
$500,000, net surplus $476,327, contin- 
gency reserve $425,000. The report states 
that the management has adopted an 
aggressive policy with reference to its 
real estate and mortgage holdings and 
as a result these investments have 
shown considerable improvement in the 
past few months. Continued close su- 
pervision by the management, the re- 
port says, should result in very mate- 
rial improvement. The management is 
advised to continue a program of or- 
derly liquidation of its real estate. A 
contingency reserve has been set up to 
cover any possible loss in real estate 
and mortgage accounts. 

The report states that the company 
has endeavored to improve the condi- 
tion of its bond portfolio by the dispo- 
sition of defaulted and other unsatis- 
factory securities and the acquisition of 
bonds not in default. The condition of 
its bond investments, the report says, 
indicates that these transactions have 
resulted in a betterment in the bond 
portfolio both as to income and present 
aggregate of market values of respective 
securities. 





The report states that if the com- 
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Pittsburgh Agents Accept 


Cincinnatians’ Challeng 
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Pittsburgh life insurance agents }; 
accepted the challenge contained in 
article in the Oct. 9 issue pr 


claim by members of 


association that it was the firs 


check which had been given out at { 
National convention of 1902, s 
on the 30th anniversary of the Cincy 
nati association. The check 
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stamped: “The first underwriters gcfmracticall 
ciation—organized Cincinnati 1879” $iRyate 

Charles W. Scovel, former agsocjimmcith an ‘ 
general agent Northwestern Mutya) J nected | 
Pittsburgh and former president \MmBjon beca 


tional Association of Life Underwrite 
defends the Pittsburgh  associatio; 
publicity referring to th 


as the “second oldest” 


the golden jubilee celebration. He ci 


the 1902 Cincinnati nati 


proceedings which he says disclose y 
such claim of 30 year existence of ¢j 


Cincinnati organization 


Presents His Argument 


tage oF 
ficient 
at Organizatiogimn its rat 
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probably 
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“Precisely the opposite,” Mr. Scovel ease th 


relates. “Its own president, John Dolpi, 
national president 1904-05, in his a 
dress of welcome referred to the loc 
organization of 1872, its merger wit 


Cleveland into a state 


1873 and the subsequent 1878 collaps 


of the movement. He 


ented that the Cincinnati agents ‘might 
now be celebrating the 30th anniversary 


of their association, had 
certain mistaken policie 
the original effort.” 


Cites 1902 Praceedings 


Mr. Scovel cites the 1 
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._ fm Hence 
902 proceeding plicant 


contained in the annual report of the oresun 


national committee on 


statistics, cou: ne 


piled by Chairman James Wilkins Ire- detect 


dell, Jr., of Cincinnat 


i, one of the compa 


original organizers in 1872, which gave sph 
the dates of organization as: Boston, , pe 
first, April 8, 1883; Pittsburgh, second, day 8 
March 2, 1886; Cincinnati twelfth, May, is 
1890. “Back of the records,” Mr. Sco- ie 
vel argues, “Mr. Iredell had the direct 
personal knowledge of a participant that 
the first Cincinnati effort had begu 
and ended in the ’70s.” Mr. Scovel sent Spe 


a copy of his brief to C. 


son of Cincinnati, who 


Vivian Ander fm cardic 
it appears wa fe ™S ¢ 








prominent in taking exceptiori to the vi 
Pittsburchers’ claim. tors 
eae _ woul 

x or 1 


pany’s experience with 
terminations during the 


production and J exter 
past two years J and 


continues during this year, its general J ance 
insurance account will show an increase & cline 


during the current year. 


Claims are set- At 


tled promptly in accordance with the pape 
policy provisions and the company a0- & sider 
pears fair in its treatment accorded 0% one 


policyholders, the report 
The premium income 


says. suce 
the first three BR que. 


months amounted to $305,415, total i- " 
come $1,186,897, of which $750,041 was Be cjay 
surplus realized by decrease in paid w) the 


capital stock. The total paid policyhold- 
ers during the time was $336,304 and 


the total disbursements 


app 
were $48,861. fm ' 


The insurance in force was $58,493,0%. 


Philadelphia Plans 


r 


4 Mill Tax 


PHILADELPHIA, Oct. 22.—Mayor § Ha 


Wilson will ask the city 


council to levy Bos 


a four-mill tax on holdings of mutul B 4, 


fire and life insurance 
mutual savings funds so 
$6,667,000 to balance 


- | 
companies ane Be 
cieties, to ralst rae 
the budget "Fg. 


case the supreme court orders imme — s. 
diate payment of that amount into the F 


sinking fund. 


The mayor asserted real estate cal Fy 
not carry any further tax load. He als F 4, 
added that, if the high court accepts the F St 


city’s plan to pay the money for . 
sinking fund in installments, the bil 


would be repealed. 
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‘+y group would result from the 
eth offered other companies 
PP d the resulting effect of the 
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inci en an : : 
he fees rien on the company’s mortality 
), whereas 4 ‘ould be greatly in excess of the sta- 
formed jin jjumistical estimate. 
Nin 1886 mw In view Of the widespread prevalence 
the Cincineilm syphilis and its importance in con- 
Drass bagg.mributing tO mortality it is surprising 
VEN out at gmat more blood tests to detect its pres- 
02, Supposesifmmnce are not made as a matter of routine 
Of the Cini, life insurance examinations, Dr. C. R. 
check jMlMmein, of New York City, said. It is 


TWriters admcactically useless to try to get an ac- 





lati 1872” BB vate syphilitic history in connection 
MEF associa ith an examination and many of those 
™ Mutual J ected cal pass a physical examuina- 
resident \MBion because the infection is in a latent 


“ : : 
Underwrite tage or because the examiner is not 






























SSOCiation MM ficiently trained to diagnose syphilis 
Organizatiogm. its rare and concealed forms, he said. 
| announcing, addition, many latent syphilitics, 
On. He cite obably about 50 percent, are quite 
il convent imaware that they have the disease. 
+ disclose ty 
tence of th Simplicity of Kline Test 
that time The accuracy and simplicity of the 
nent Kline test makes it very much more 
\ practicable to test routinely for the dis- 
Mr. Score ease than when it was necessary to 
John Dolph ely solely on the more complicated 
Rak. a## \Vassermann and Kahn tests. In fact, 
aie . log although the Kline test is relatively 
me Wt ew, studies have indicated that it is 
378 colle “gemore accurate than either of the two 
ressly Pe older tests. : 
ents ‘might Although it is estimated that be- 
anniversanfge ween 5 and 10 percent of the popula- 
it been fo? tion is affected with syphilis, Dr. Rein 
1t wreckeifm considered it probable that the in- 
‘Hi cidence of the disease among insurance 
applicants is much less, somewhere in 
és the neighborhood of 2 to 3 percent. 
roceedings Hence, the 2,000,000 to 2,500,000 ap- 
rt of the pliants for ordinary insurance in 1935 
ies rn. presumably included 50,000 syphilitics. 
ilkins Tre > negligible number of these is being 
e of the detected and consequently insurance 
hich ps compamies are accepting about 50,000 
‘ Dick syphilitic applicants each year. It is 
1, second i °° be hoped, said Dr. Rein, that some 
fth, Mav i “ay soon all insurance companies will 
Mr. Seo. do routine blood tests on all applicants 
he direc (0° insurance. 
ig Use of Electrocardiograms 
UN 
ovel pa Speaking on the influence of electro- 
2 Ander. Catdiograms and x-rays on underwrit- 
ars was fe ing decisions, Drs. A. O. Jimenis and 
| to the ff E. W. Wilson, assistant medical direc- 
tors Metropolitan Life, said that it 
______§ would not be surprising if within five 
; or 10 years it would be possible through 
ion and extension of the use of the cardiogram 
/O years and x-ray, to issue substandard insur- 
general JF ance in some cases which are now de- 
Increase clined, 
oh 7 At the same time, the authors of this 
te ba paper warned that there are definite con- 
wd 8 siderations which should restrain any- 
one who thinks he may be able to be 
t three fe Successful in underwriting large or 
ital in @Uestionable risks without the aid of 
9 wis these special examinations. The spe- 
aid wf ‘al laboratory tests are a protection to 
yhold- the company and an assurance to the 
14 and | 2PPlicant of the company’s wish to be 
48,861, |B ‘air, they said. 
2 nh 
uate Effect of Build Studied 
‘ This paper ‘was discussed by Dr. 
"ax Harold F. Taylor, Aetna Life, Dr. C. 
avor @ ©: Nichols, Penn Mutual Life, and Dr. 
slew & Harty E. Ungerleider, Equitable Life 
utul @ Of New York. Other speakers in- 
and cluded Dr. Charles P. Clark, Mutual 
raise Benet Life, on “A Study of Mortality 
+ inf ‘tom Build, Using as an Aid the In- 
nme — %x W/H2,” with discussion by John 
) the Thompson, vice-president and 
mathematician of the same company. 
can- - B. MacLean, associate actuary 
also Mutual Life of New York, contributed 
s the F {0 the subpect of “Interpretation of 
the J) Statistical Principles,’ on which Mr. 
bil f Larus spoke. Discussion of this sub- 
ject was by Drs. F. L. Grosvenor of 











the Travelers and O. M. Eakins, Re- 
hance Life. 

Dr. C. E. Homan, Connecticut Mu- 
tual Life, spoke on “Changing Attitude 
Toward Pulmonary Tuberculosis.” Dis- 
cussion was by Drs. L. S. Ylvisaker, 
Prudential, and P. M. Cort, Aetna Life. 
Dr. W. E. Chamberlain, professor of 
radiology, Temple University, spoke on 
“Pitfalls in X-Ray Diagnosis.” 

Beside Dr. Rein’s paper on syphilis, 
the Friday morning session included 
papers on “The Mortality of Tall Men,” 
by Dr. Louis I. Dublin, vice-president 
and statistician, Metropolitan Life, Dr. 
Charles Christiernin, medical director, 
and H. H. Marks, also of the Metro- 
politan. Contributions to this subject 
were made by Drs. B. Davenport, 
former director, department of gen- 
etics, Carnegie Institute of Washing- 
ton, and Walter Timme, professor of 
clinical neurology at Columbia Uni- 
versity The final paper was “Present 
Status of Malignant and Benign Tum- 
ors,” by Dr. Francis Carter Wood, di- 
rector, Institute of Cancer Research, 
‘Columbia University. 

The annual dinner was held Thurs- 
day evening. 


Program Ready for 
Joint Chicago Meet 


(CONTINUED FROM PAGE 1) 


sion,” Joseph C, Behan, vice-president 
Massachusetts Mutual. 

“Applying the Information to Super- 
vision,” M. L. Williams, assistant mana- 
ger of agencies, Provident Mutual; B. N. 
Woodson, Jr., executive assistant Mutual 
Trust. 

“American College 





of Life Under- 


writers,” P, F. Clark, director American 
College; Boston general agent John 
Hancock. 
Group Sessions. 
Thursday, Nov. 12 


“Our Association Today,” H. M. Hol- 
derness, chairman executive committee 
Life Agency Officers, vice-president in 
charge of agencies Connecticut Mutual. 

“The Replacement Problem,” F. L. 
Jones, chairman of the committee, vice- 
president Equitable of New York. 

“The Agency Practices Problem,” W. 
W. Jaeger, chairman of the committee, 
vice-president Bankers of Iowa. 

“1936 Life Insurance Week,” S. T. 
Whatley, chairman 1936 Life Insurance 
Week Committee, vice-president Aetna 


ife. 

“1937 Life Insurance Week,” George 
L. Hunt, chairman 1937 Life Insurance 
Week Committee, vice-president New 
England Mutual. 

“Whither Life Insurance Advertising,” 
K. R. Miller, Research Bureau. 

“The Agency Year,” J. M. Holcombe, Jr. 

“Artistry in Selling,” Hubert Greaves, 
professor of public speaking Yale Uni- 
versity. 

“Agency Management from the Presi- 
dent’s Point of View,” M. J. Cleary, 
president Northwestern Mutual. 





Hold Convention in Savannah 





Interstate Life & Accident Agents Meet 
with Managers and Home 
Office Men 


Home office executives, managers, as- 
sistants and agents of the Interstate 
Life & Accident Company participated 
in the convention held at Savannah, Ga., 
for two days this week. J. F. Finlay of 
Chattanooga, general counsel, talked on 
“Truth, Confidence and Security.” 

Other addresses were made by Dr. 
Joseph W. Johnson, president; G. K. 
Henshall, manager of agents; F. L. Un- 
derwood, vice-president and treasurer; 
J. R. Leal, vice-president and secretary, 
and C. S. Gwin, assistant secretary, all 
of Chattanooga. 

: Hoover, Savannah, was leading 
manager. Managers J. Whaley, 


Tupelo, Miss.. and W. F. Fussell, John- 
son City, Tenn., were second and third. 
Among assistant managers, first, second 
and third positions went to Clarence 
Denmark, Savannah; M. E. Huddleston, 
Chattanooga, and L. E. Miller, Savan- 





nah, respectively. Agents given awards 


Hearing Held on Federal 
Union Rehabilitation Plan 


COLUMBUS, O., Oct. 22.—Whether 
a policyholder in an alleged insolvent lite 
company can be compelled against his 
will to accept a lien on the reserve on 
his policy and pay interest on the lien 
as well as pay the premiums on the 
policy was raised by the court in a 
hearing before Common Pleas Judge 
Leach en the Ohio department’s plan 
for rehabilitation of the Federal Union 
Life. The question also was asked 
whether there was not discrimination 
between the beneficiaries of a matured 
life policy and other policyholders. The 
hearing was continued. 

The rehabilitation plan was explained 
by Secretary of Commerce Benesch, 
Superintendent Bowen, C. S. Stein, ac- 
tuary in charge of the Federal Union 
Life, and others. It was stated that an 
effort had been made to reinsure the 
Federal Union Life but that no com- 
pany would give a favorable reinsurance 
contract. 

The plan was not formally opposed 
by former President C. C. Williams 
and others representing stockholders of 
the Federal Union. They had no coun- 
ter plan to offer and declared they were 
merely acting in the interest of the pol- 
icyholders of the company first and the 
stockholders second. They reserved all 
rights, however, should there be further 
litigation. 

The opinion was expressed that un- 
less the department is able to reinsure 
the Federal Union, it might take 15 
years or more to rehabilitate the com- 
pany. It is planned not to write new 
business. Spokesmen for the depart- 
ment said rehabilitation can be brought 
about through the company’s income on 
investments and from premiums, sav- 
ings in mortality, lowering costs of op- 
eration, etc. ; 





What New Plan Provides 


The plan proposed provides for pay- 
ment of all death claims and placing a 
lien of 65 percent against the reserve of 
other policies. The plan was declared 
feasible and practicable by actuaries of 
several other companies, including W. 
H. Harrison, Ohio National Life; A. J. 
Koeppke, Union Central Life, and J. 
Charles Reitz, Midland Mutual Life. 

It was brought out at the hearing 
that liabilities exceed the assets by $1,- 
400,000. This includes a loan due the 
Cleveland Trust Company, which re- 
financed a loan made by the RFC. The 
department is under obligations to pay 
$10,000 a month on this loan, which is 
raised by liquidating collateral. Ma- 
tured death claims totaled $122,000 June 
30, 1936. 

At an informal hearing in Judge 
Leach’s court the court said there were 
three questions that should be cleared 
up, the jurisdiction and power of the 
court, discrimination among life policy 
claims and endowments, and what could 
be done in the event that any of the 
policyholders dissented. One of those 
participating in the hearing said that if 
any appreciable number dissents, reor- 
ganization of the company is out of the 
question. Briefs will be filed in ten 
days by various interests in the case. 








were: E. R. Tyson, Columbus, Ga., first; 
J. C. Carter, Savannah, second; C. B. 
Guest, Athens, third, and W. S. Wynn, 
Albany, Ga., fourth. 

Districts making commendable rec- 
ords during the year and their managers 
were: R. E. Moore, Chattanooga; J. C. 
Pitt, Shelbyville, Tenn.; R. E. Rabun, 
Memphis; J. M. Ellis, Meridian, Miss.; 
Ed Walsh, Albany, Ga. and J. E. 
Weatherly, Little Rock, Ark. 


Traynor Succeeds Patterson 
Edwin W. Patterson has resigned as 
deputy superintendent of the New York 
department to resume his teaching at 





Columbia University. In the depart- 


ment he has been in charge of rewrit- 
ing the insurance laws. He will con- 
tinue to act as a consultant. He is suc- 
ceeded in the department by John P. 
Traynor. 

Mr. Traynor has been in charge of 
the liquidation of the New York Title 
& Mortgage Co. and has been financial 
officer since the company was taken 
over for rehabilitation in 1933. 

Superintendent Pink states that Mr. 
Traynor will be of special help in solv- 
ing the questions now pending in the 
rehabilitation, liquidation and reorgan- 
ization of title and mortgage companies 
and other insurers that had been taken 
over. When Mr. Traynor has com- 
pleted this special work, he will return 
to the New York Title & Mortgage Co. 
as deputy in charge. 





Bowers Oklahoma President 


Bryan L. Bowers, general agent 
Home Life, has been elected president 
of the Oklahoma City General Agents 
& Managers Club. H. T. Coombs, 
Massachusetts Mutual, is vice-presiden. 
and T. W. Thach, Mutual Benefit Life, 
secretary-treasurer. 
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Openings in Ohio and Illinois 


for a limited time under out 
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LEGAL RESERVE FRATERNALS 





O’Malley Clashes with K. of C. 


pends Li of Connecticut Fra- 
ternal for Refusal to Permit Exam- 
ination by Missouri Department 





Ss 
» 








Following the refusal of the Knights 
of Columbus of New Haven, Conn., to 
permit the Missouri department to con- 
duct an examination, Superintendent 
O’Malley of Missouri suspended the 
license of the fraternal. 

M. H. Carmody, supreme knight, de- 
clared that Mr. O’Malley’s action re- 
flected “political consideration and 
partisan politics.” Mr. Carmody stated 
that the refusal of the Knights of Col- 
umbus to authorize the examiners to 
make the examination was based on 
the large sum of money that the frater- 
nal would have to pay in traveling and 
hotel expenses of the examiners. He 
declared that the preliminary report of 
the Connecticut department last month 
showed the Knights of Columbus to be 
in good financial condition and its af- 
fairs to be efficiently and ably managed. 
This report, according to Mr. Carmody, 
was in the hands of Mr. O’Malley a 
month and the Missouri department 
“had not registered any objection to the 
. exhibit and findings of the Connecticut 
department report.” 

Mr. Carmody added that Mr. O’Mal- 
ley, “Has attempted to have legislation 
enacted in Missouri that would be 
positively inimical to all fraternal benefit 
societies.” 

Luke E. Hart of St. Louis, supreme 
advocate of the Knights of Columbus, 
issued a statement characterizing Mr. 
O’Malley’s action as part of a campaign 
of petty persecution.” He said the 
fraternals will have to wait until after 
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the first of January when a new gov- 
ernor will take office. 

Mr. Hart pointed out that the 
fraternals have the assurance of both 
the Republican and Democratic nom- 
inees for the governor that the fraternal 
societies will not be interfered with or 
imposed upon. 

Mr. Hart declared that Mr. O’ Malley 
had been engaged in a campaign of 
petty persecution against the Knights 
of Columbus as a result of his resent- 
ment because of an action taken some 
time ago in Kansas City, involving his 
membership in a branch of Knights of 
Columbus. 

“It is our judgment,’ Mr. Hart de- 
clared, “That this is intended by O’Mal- 
ley merely as a capricious examination 
for the benefit of some of his examiners 
who would not otherwise be employed.” 

Mr. O’Malley has issued an answer 
to Mr. Hart and Mr. Carmody. 

“If I am guilty of ‘persecution’ or 
have in any particular, arrogantly or 
through lack of proper poise, mistreated 
the Knights of Columbus, Mr. Hart very 
well knows,’ Mr. O’Malley declared, 
“that my acts are subject to the review 
of the governor. If Mr. Hart will 
pledge that the Knights of Columbus 
will be represented at a hearing held by 
Governor Park to determine the truth 
or falsity of his statements, I will re- 
quest and even urge a hearing at Jeffer- 
son City, and I will ask that the hear- 
ing be an open one in order that the 
members of the Knights of Columbus in 
this state and the public may be fully 
informed. I challenge Mr. Hart and all 
other supreme officers of the Knights 
of Columbus to request a hearing, and 
if I do not disprove at that hearing state- 
ments which have been made by Hart 
and other high-salaried fraternal poli- 
ticians assailing me, I will tender my 
resignation to Governor Park, and may 
I say that were I not to do so, the gov- 
ernor would remove me. 

“Why did the Knights of Columbus’ 
officers in New Haven refuse to permit 
the four Missouri examiners, two of 
whom are members of the Knights of 
Columbus, to examine the books of the 
society, such refusal being in absolute 
violation of the statutes of Missouri?” 


Modern Woodmen Writings 
May Set New High in 1937 


New business secured this year points 
to a probable new high in the history 
of the Woodmen of the World Life in 
1937, President Bradshaw reported to 
the directors. 

“The usual rule is that 14 per cent of 
the amount of business on the books 
must be written annually,” Mr. Brad- 
shaw said. “This would require us to 
write $60,000,000 per annum. We wrote 
that much the first six months of this 
year!” 

A plan initiated last June to provide 
an automatic monthly installment loan, 
a paid up certificate, or a cash surrender 
or loan value on certain certificates not 
provided therewith has been well re- 
ceived, Mr. Bradshaw said. The change 
affected about 133,000 members, and 
already more than 3,500 have taken 
loans totaling more than $813,000. Com- 
paratively few surrendered their poli- 
cies, he said, while only 44 have taken 
paid-up certificates. 

A proposal to hold the 1937 sovereign 
camp meeting in San Francisco was 
considered. 








Iowa Congress Convenes 
in Its Annual Convention 





DES MOINES, Oct. 22.—The Hawk- 
eye State Fraternal Congress, an or- 
ganization of 26 Iowa fraternals, con- 
vened here today in annual session, be- 
ing welcomed by Mayor Allen. Speak- 
ers included W. E. Solomon, state presi- 








dent; G. A. Kenderdine, Sioux Falls, 





S. D., Ancient Order of United Wood- 
men; Alex O. Benz, Appleton, Wis., 
president aid Society for Lutherans, and 
Miss Blanche Eakin, Des Moines, man- 
ager Woodman Circles. 

Mrs. Dora Alexander Talley of 
Omaha, vice-president National Fra- 
ternal Congress and president Woodmen 
Circle; Farrar Newberry, Omaha, J. E. 
Rodgers, Cedar Rapids, Ia., chairman 
legislative committee; H. . Ekern, 
president Lutheran Brotherhood; A. E. 
Chidchester, Ottumwa, Ia., past consul 
Woodmen of the World, and A. R. Col- 
vin, general sales manager Fidelity Life, 
Fulton, Ill., also were on the program. 
A round table will be held, and the 
annual banquet. 


Federal Judges to Hear 


Iowa Fraternal Tax Case 








A three-judge federal court to sit at 
Des Moines, Oct. 29 in at least one fra- 
ternal tax suit will consist of Judge Stone 
of Kansas City, eighth federal circuit 
court of appeals; Circuit Judge Wood- 
row of Omaha, and District Judge Dewey 
of Des Moines. The case is Modern 
Woodmen vs. Iowa insurance depart- 
ment to restrain collection of 2%4 percent 
premium tax. The judges also may take 
up a similar suit brought by the Wood- 
men of the World in which Judge Dewey 
issued a preliminary injunction. The state 
filed a motion in federal court last week 
asking Judge Dewey to set aside a pre- 
liminary injunction in the latter case on 
grounds he lacked jurisdiction and the 
W. O. W. consented. This would per- 
mit hearing of constitutional matters be- 
fore the three judge court, otherwise it 
ill be heard by Judge Dewey alone at 
conclusion of the Modern Woodmen 
case. 





Wisconsin Fraternal Group 


Elects Meyerhoff as Head 


APPLETON, WIS., Oct: 22:—B: E. 
Meyerhoff of this city was elected presi- 
dent of the Northeast Wisconsin Fra- 
ternal Underwriters Association at a 
meeting here. Other officers are: Vice- 
president, Mrs. Marjorie Bolles, De Pere; 
and secretary A. J. Caldwell, Neenah. 
Executive committeemen are E. A. Hueb- 
ner, New London;.A. H. Blankenburg, 
Appleton; Henry Spille, Jacksonport, 
and A. F. Larsen, Green Bay. 

Speakers at the one-day meeting in- 
cluded G. A. Comstock, Neenah, secre- 
tary Equitable Reserve; Mr. Spille, Fi- 
delity Life; I. E. Racine, Catholic Order 
of Foresters, and Mrs. Bolles, state man- 
ager Equitable Reserve. Neenah was se- 
lected as the place of the next meeting, 
the date to be selected later. i 





L Commis- 
sioner Mortensen of Wisconsin it is ex- 
pected will be the guest speaker. 





Second Attempt Also Fails 


The three St. Louis litigants were 
unsuccessful for the second time in 
their attempt to smear the Modern 
Woodmen in the federal court at 
Springfield, Ill. On Sept. 16, Federal 
Judge Briggle threw out an injunction, 
accounting and receivership suit insti- 
tuted by E. E. Strother, Emil Ritter and 
O. H. Ferguson. 

Now the filing of a second bill seek- 
ing recovery of $16,206,230 against of- 
ficers of the Modern Woodmen has 
been ordered canceled. The bill was pre- 
sented at the office of the court clerk 
and was perfunctorily stamped with a 
filing mark, but court was not in ses- 
sion when the bill was presented and 
leave to file had not been secured. How- 
ever the contents of the bill were well 
publicised before the irregularities were 
revealed. 

The abortive action sought recovery 
on the ground that there has been mis- 
management on the part of the officers. 
The biggest item mentioned was $13,- 
187,148, allegedly paid by Modern 
Woodmen during 1929-33 to Frank W. 








Pearson of Chicago, the organization 






that handled the rewriting of y 
Woodmen certificates. “ 
Two of the attorneys re 
St. Louis litigants are well know, 
the fraternals. hey are John 
Wheeler and Creekmore Wallace 
of Oklahoma. They are the One 
are instituting suit for collectj 
taxes against the fraternals, 
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Texas Congress Lays Plan; 
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The Texas Fraternal Congress ,) 
hold its annual session Noy, 1-1; ; 
Dallas. Jeanie Willard, vice-presid, 
of the National Fraternal Congress, 
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president of the Texas Congress, PHI’ 
S. H. Hadley, president of , jnowle 
Ma ,ecessat 








N. F. C. and other distinguished fraten 
alists have accepted invitations to sped 

Mrs. Dora Alexander Talley, vice 
president of the N. F. C. and heaq, 
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the Woodmen Circle, also will be , talk 

the program. This i 
Sessions will be held in the Bald ae 

Hotel, and one or more sessions in th é 





Centennial grounds. Nov. 11 has bee 
designated “Fraternal Day” at the g 
position, when officers, drill teams nj 
members of all societies affiliated yi 
the N. F. C. are expected to attend. 
















Maccabees Day at Centennial 


DALLAS, TEX., Oct. 29:—Con 
mander E. W. Thompson of the Mi. 
cabees, Detroit, Recorder C. L. Brigg 
the board of trustees, medical, actuarial 
and legal departments heads and their 
wives attended the Centennial in Dall, 
the officials also holding a board met. 
ing. The occasion was “Maccabees 
Day” at the exposition, thousands o 
members attending from ‘Texas and 
other states. The party went to the 
celebration at Fort Worth. The stat 
organization was in session for two days, 
holding a school of instruction. In the 
group also were M. J. Bulger, Louisiana 
manager; R. P. Kuntz, Oklahoma man- 
ager and A. Sessions of Oklahoma City. 


Los Angeles Managers Meet 


At the October meeting of the Life 
Insurance Managers Association of Los 
Angeles, W. J. Stoessel, National of Ver- 
mont, and H. G. Saul, John Hancock 
Mutual, reported on the Boston conver- 
tion of the National Association of Life 
Underwriters. R. J. Nelson, Oregon Mu- 
tual, reported as chairman of the public 
relations committee. 

G. V. Orr of the Chrysler Motor Car- 


poration talked on the automobile busi 
ness. 











Progress! 


JAN.—JUNE 1936 

A SIX MONTH’S RECORD 
Assets Increased . . . $461,947.37 
Insurance in Force . $53,400,219.00 
(Net Increase). . . . $2,371,877.00 


Death claims for 1935 were only 2.84 
per 1000. The lowest of all the 187 
Fraternals doing business last year 


For a Greater Field 
in Selling, Write— 
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LEGAL RESERVE LIFE INS. 
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en, indirect, Inferential Sales 
Cane Method Is Urged by Clark 










1 Vice-presd 
Ongres 
Cone PHILADELPHIA, Oct. 22.—A 
ident f inowledge of life insurance, while a 
wished f; recessary part of the agent's equipment, 
ti Tatery ll-important, playing a second- 
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fy knowledge of a prospect’s 
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pier 7 eines and situation and ability to 
om nicdle We ilk in the prospect's own language. 

be o This was the message Paul Clark, Bos- 
: ton, general agent John Hancock. and 
in the Bag eneral chairman of the recent conven- 
€ssions jn th tion of the National Association of Life 
wil has beg Underwriters at Boston, gave to the 
"7 at the adil phifadelphia Association of Life Under- 
if teams ay writers at its October luncheon meeting. 
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fom his angle,” said Mr. Clark, “not 
your own or your company’s. Realize 
his problems and learn to cope with 
them insurance-wise. Play up all the 
contacts you have. Make friends with 
people in order to sell them life insur- 
ance and be real friends to them before 
you present your goods. When this is 


done, let it be through the medium of 
inferential selling—by the ; indirect 
method.” 


Finds Agency Management 
Much Harder Than Selling 


Paul Clark, a million dollar producer 
as well as a general agent, said that al- 
though life insurance selling is credited 
with being the best paid hard work in 
the world, in his opinion it is second to 
agency management, which he consid- 
ers considerably harder, even though 
the compensation is not so great as in 
selling. : 

He told of attempting to ascertain the 
one phase of selling which constitutes 
an outstanding characteristic of success- 
ful life agents. There were several 
fundamental requirements which could 
not be overlooked. He said that prep- 
aration for the business, although some- 
what taken for granted at the outset, is 
not to be discounted in its importance. 
Sometimes there is the element of con- 
tact which has played an important part 
in certain specific cases for a great 
measure of success. Too, there must 
be an overpowering zeal for bigger 
achievements. Ability to find and use 
profitably the centers of influence is a 
vital factor. 


Interest in Life Problems 
Rather Than Sales Technique 


Mr. Clark said a great many success- 
ful agents do not have these qualifica- 
tions; but they have in common the 
ability to effect sales by indirect, rather 
than direct methods. 

They are not especially interested in 
the technique of life insurance selling. 
They are keenly interested in the affairs 
of their clients. They are in a position 
to discover and to talk to their clients 
about life and life problems, approach- 
ing by the indirect method. 

Mr. Clark said he believes in the C. 
L. U. movement; because it gives him 
and other men in the business a back- 
ground of working knowledge of things 
other than life insurance, it is one of 
the greatest recruiting vehicles of to- 
day. The Wharton School, he said, has 
helped him to sell life insurance because 
It taught him more than just life insur- 
ance—the principles of indirect selling. 
The most successful men in the busi- 
ness became so because they learned to 
talk to a client in his language. 

There are exceptions, he explained, 
telling of the agent who sold $5,000,000 
in 11years merely by soliciting an 
Office building from top to street, ask- 








ing merely, “Does anyone here want to 
buy life insurance?” Mr. Clark said that 
agent was a man of great personality, 
had no qualms about making a pest of 
himself, and could take punishment. 
Mr. Clark told of a woman who was 
given $1,000 by her husband to buy a 
fur coat. A salesman showed her coat 
after coat without result. The salesman 
went to the end of the floor, brought a 
handsome coat and without paying at- 
tention to the woman went past her 
with the coat on his arm, draping it 
over a chair, ostensibly for display pur- 
poses. This woman’s curiosity was 
aroused but the salesman said the coat 
had been sold, and he feared it was 
impossible to get another just like it, 
but he would talk to the manager. Of 
course, Mr. Clark said, the manager 
found he could order a duplicate for the 
other customer and so the sale was 
made, the woman walking out with her 
purchase completely satisfied. This is 
indirect selling at its best, Mr. Clark 
commented. 
“Then, there selling,” 


is inferential 





he said; “selling by inference. This is 
where the goods are not directly offered 
but the merits so exploited that the cus- 
tomer, taking life insurance at its face 
value, is completely sold, not by direct 
solicitation but by inference. The most 
important sales ever made—and that 
takes in products, policies, etc.—are 
consummated by injecting that element 
of inferential selling into the deal. It 
also plays a paramount part in all big 
undertakings.” 

In selling life insurance, Mr. Clark 
said, the agent should not talk to the 
prospect from the view of a salesman, 
but he should put himself in the pros- 
pect’s place, try to understand his sit- 
uation and present the goods from that 
angle. 


Should Stress Many Good 
Points and Advantages 


The many good points and advantages 
tages of life insurance should be brought 
out, diversification and investment yield 
of the company stressed. Mr. Clark 
said a good point is that it is possible 
to purchase securities through life in- 
surance companies with advantages that 
can be derived only through that me- 
dium. Then, he said, cite the advan- 
tages from the tax angle, set forth the 
investment features of life insurance, 
show that life insurance represents the 
one great medium of investment for 98 
percent of the people. 





Judicious Use of Income from 
Life Insurance Is Emphasized 





Judicious use of income from life in- 
surance estates formed the theme of the 
first fall “business getter sales clinic” 
of the Chicago Association of Life Un- 
derwriters, with Franklin Toops and 
B. H. Groves, assistant managers otf 
the Travelers Chicago branch, speaking, 
I. B. Dudley, manager, presided. 

Mr. Groves approached the problem 
from the angle of the small purchaser, 
pointing out that the minimum sales 
taik is the strongest talking point. To 
the family man, with about $5,000 
worth of insurance, the two questions 
with the strongest appeal io him are: 


Two Questions Having 
the Strongest Appeal 


First, just how long can that amount 
carry his family after his death and 
after immediate and readjustment ex- 
penses are deducted? Second, what 
will his family do when that income is 
exhausted? If the policy owner has 
been earning between $150 and $200 a 
month, a $5,000 policy would not last 
long, even if the family changed its 
standard of living, it was pointed out. 

Realizing that he bought his last pol- 
icy to protect his family, the prospect 
can be shown, through the minimum 
sales approach, that his dependents’ 
minimum needs cannot be satisfied for 
very long with his present coverage. 


Need for Careful Plan 
Is Clearly Shown 


Use of charts was strongly advocated 
by Mr. Groves. He advised the agent 
to let the prospect build his own plan 
of what he wants to cover with his in- 
surance. Then, let him equate his pres- 
ent insurance to see how far it will go 
to take care of all points in his plan. 
This will have a strong emotional ap- 
peal to the prospect and there is no 
valid argument against it, Mr. Groves 
concluded. 

“Life insurance forms the ideal es- 
tate, but it can be a most dangerous 
estate,” Mr. Toops declared in his dis- 





cussion of planning estates for those 
who already have substantial insurance. 
Unless the estate is carefully planned 
for immediate expenses after death and 
for income, it can defeat the policyhold- 
er’s wishes completely. 


Points for Agent to 
Go Over With Prospect 


Mr. Toops made the following points 
which an agent and the prospect should 
go over, with a recommendation that the 
former be prepared with data of an ac- 
tual case similar to the one under dis- 
cussion: 

First, to provide enough cash for a 
“clean-up fund” (taxes, bills, mortgages 
and other debts the prospect may wish 
to have liquidated after his death). 

Second, to provide a life income for 
the widow. 

Third, to provide for a readjustment 
fund to enable her to alter her living 
standard during a year or two to the 
difference between the income from the 
estate and the income of the policy- 
holder while alive. 


Emergency Fund 
Being Provided 


Fourth. to provide an emergency fund 
for the family, for sickness and other 
unpredictable. expenses. 

Fifth, to provide for the education of 
younger members of the family. 

Sixth, to provide for any special be- 
quests. 

Seventh, to provide for successors to 
the beneficiary, especially for a daugh- 
ter, in order that she can have an in- 
come for life. 

Eighth, to provide for the old age of 
the prospect and his wife. 

Often, when a prospect breaks down 
his life insurance coverage so thor- 
oughly, he will find that one or two 
points will not be properly taken care 
of, unless he gets extra insurance, it 
was shown. 





Contact With Trust Men 
and Lawyers Is Advised 





Agents will find it profitable to main- 
tain close contact with officers of trust 
departments, lawyers, accountants and 
others having to do with creation and 
conservation of estates, according to 
John H. Hamel, assistant secretary 
trust department First National Bank, 
Chicago, who spoke on “Trust Com- 
pany Cooperation in the Sale of Life 
Insurance” at the meeting of the Life 
Agency Supervisors in that city. 

There are many cases, Mr. Hamel 
said, in which a trust officer is in a po- 
sition to create an opportunity for a 
life agent to sell additional insurance to 
complete an estate. He divided life in- 
surance into two types, personal, involv- 
ing estate creation and estate conserva- 
tion, and business, used either as 
protection on key men in an organiza- 
tion, or to retire a business interest. He 
pointed out that where a customer does 
not have a large cash estate, the trust 
officer will often recommend life in- 
surafice as the best method of providing 
ready cash at death. 


Can Render Service 
With Man of Wealth 


Where a customer is a man of 
wealth, there are many ways in which 
the trust officer can be of service to 
the agent. The trust officer, in going 
over the assets of his customer, can 
point out to him such liabilities as pro- 
bate costs, miscellaneous obligations and 
shrinkage in values due to forced 
liquidations of securities to meet ex- 
penses at death. 

Mr. Hamel tells his customers to keep 
insurance estates separate from their 
general estates, consisting of stocks and 
other securities, property and _ cash. 
Few customers, he said, realize the 
numerous costs which eat up an estate 
at death. Consequently, the trust officers 
find that even in large estates the cash 
provision is rarely strong enough to 
take care of taxes, administrative and 
other costs. The client thus soon 
recognizes the difficulty of disposing 
of tangible assets for raising necessary 
cash. In such cases, Mr. Hamel recom- 
mends additional insurance, at least to 
make up the difference between cash 
already on hand and what will be 
needed when the estate reverts to the 
heirs. He declared most people still 
have too much confidence in some one 
asset such as a growing concern or a 
profitable business. The trust officer 
must constantly warn against this 
danger to his client and the agent who 
maintains close contact with him can 
very often reap material benefit. 


Insurance Can Provide 
for Special Bequests 


Insurance is often recommended 
where a client wishes to provide for a 
gift to a school, church or some charit- 
able institution. This is particularly true 
today, he said, because the constantly 
increasing taxes are making men of 
wealth less eager to provide gifts in 
cash. An insurance policy is, therefore, 
excellently suited to this purpose and it 
appeals to the client because it elimi- 
nates the necessity of having to dispose 
of securities to get the cash for the gift. 

Mr. Hamel pointed out it is not 
necessary for an agent to be a tax 
expert, although he should have a com- 
prehensive knowledge of what happens 
to an estate at death. He urged agents 
to avoid the “narrow groove” that pre- 
vailed a few years ago and cooperate 
more closely with trust departments so 
that details in completing an estate 





could be worked out jointly. 
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Transamerica in Another Proposal 


(CONTINUED FROM PAGE 3) 





and nonparticipating, as well as all other 
policies except the noncancellable disa- 
bility. 

The Transamerica group provides 
$3,000,000 in cash as a working fund 
for the new company. This, President 
Giannini pointed out, is the amount pro- 
posed by the commissioner in his re- 
organization plan but he stated that 
Commissioner Carpenter contemplates 
taking the working fund from the assets 
of the old Pacific Mutual whereas the 
Occidental Life plan makes available 
new money for this purpose. 


Would Lift Moratorium 


Under the new plan provision is made 
for the lifting the moratorium against 
surrender values and loans. Further- 
more a liberal attitude is promised for 
those that have lapsed since the troubles 
of the Pacific Mutual were known. 

President Giannini explained that 
under his plan the present agency force 
of the Pacific Mutual would be attracted 
to the company and would continue in 
building it up. Three departments would 
be established, participating life, non- 
participating life and general accident 
and health. 

Then a new company would be organ- 
ized with $1,600,000 of new funds fur- 
nished by the Transamerica group and 
it would take over the noncancellable 
accident and health policies. Claims 
which were approved prior to July 22 
would be paid in full and in accordance 
with the policy terms. Claims arising 
after that time would be paid in accord- 
ance with the following schedule: 


Benefits Are Greater 


“Tt will be noted,” said Mr. Giannini, 
“that the schedule provides benefits from 
3 to 150 percent more than those in the 
conservator’s plan. This increase in im- 
mediate benefits is made possible in part 
by the immediate availability of $4,600,- 
000 in new funds which releases assets in 
the amount of $3,000,000 appropriated 
under the conservator’s plan for the capi- 
tal of his new company, and provides an 
additional $1,600,000 for non-cancellable 
benefits. 

“Full commission will be paid agents 
on all classes of business reinsured by the 
life company but as a matter of equity, 


cancellable policies will temporarily, at 
least, receive less than provided for in 
their contracts, it necessarily follows a 
corresponding reduction in renewal com- 
missions to agents would be effected. 
“It is believed that agents are inter- 
ested in the restoration of full benefit 
payments under noncancellable policies 
at the earliest possible date and to that 
end are willing to co-operate with us by 
deferring payment of part of their com- 
mission until full benefits to policyhold- 
ers have been restored. Provision is 
made for increase of commissions as 
benefits to policyholders are increased 
and before stockholders receive any- 

thing.” 
To Furnish 


In addition to the $4,600,000 the Trans- 
america group agrees to furnish addi- 
tional funds up to $7,500,000 in annual 
payments of $500,000 for the purpose of 
making up the deficiency in non-cancell- 
able reserves; this, it is computed by 
competent actuaries and accountants, un- 
der efficient management will ultimately 
restore full benefits to the holders of non- 
cancellable contracts and provide a sub- 
stantial equity to stockholders of the Pa- 
cific Mutual Life Co. of California. 

The reserves of the non-cancellable 
policyholders would be further aug- 
mented by contribution on the part of the 
life company of 50 percent of the net 
profits of its accident and health depart- 
ment, until full benefits are restored to 
the non-cancellable policies. All assets of 
Pacific Mutual not transferred to the life 
company would be transferred to the new 
accident and health company. 


Other Funds 


Plans for Accident Company 


The new accident and health company 
would have 508,200 shares of $1 par com- 
mon stock, half of which would be Class 
A and the remainder Class B. The Class 
A and Class B would have equal voting 
and dividend rights. 

The Transamerica group would pay 
$508,200 for the stock and would ex- 
change the Class A stock for that of Pa- 
cific Mutual now held. 

Class A common stock would be call- 
able at any time within ten years at $30 
per share, and would have preferred 
rights as to asset liquidation to the ex- 





inasmuch as future claimants under non- 


tent of $10 per share before the Class B 
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would participate in any asset liquida- 
tion. 

“Representation on the board of di- 
rectors of the accident and health com- 
pany will be offered to various represent- 
atives of policyholders and the agency 
‘group,” said Mr. Giannini. ‘“Manage- 
ment of the new accident and health 
company will be separate and distinct 
from the life company, but it is contem- 
plated will be carried on in the most eco- 
nomical manner possible in order to 
bring about increased benefit payments 
and eventual full restoration to policy- 
holders. 


Financial Statements 


“We have provided for the modifica- 
tion of our proposal if it will facilitate 
and make more effective our program, to 
the end that all interested groups may be 
accorded treatment that is as fair, just 
and equitable as possible.” 

The following represents pro forma fi- 
nancial statements of the new conipanies: 


Life Company 
Assets 
Cash paid in by Transamer- 


POBNACORID. ccsiessis 345-6 po15,0% 6 aoe $ 3,000,000 
New assets—life dept. ...... 182,178,000 
New assets—ac. and health 

(CCT eet Aree rey arene A meee Aa 2,809,000 


Sranelelatelete a share vem $187,987,000 


Total assets 
Liabilities Reserves and Capital 


Total liabilities and reserves. $184,987,000 
CRMITRI GIDC cnc cc kucancecs ,000,000 
PRiG=in SUPPIUS «06 cwccessvs 2,000,000 
Total liabilities, 
and capital $187,987,000 
The new non-cancellable company will 
have a balance sheet as follows: 


reserves 


Assets 
Cash paid in by Transamer- 
ica 


PE cin cies estaie s parileels oO eiete $ 1,608,000 
Deferred receivable ......... 7,500,000 
Olier Net “REBBUB. 6 o:6:5:5:600 10-6 20,020,000 


eSe ts evoks sinks sbodaiees $ 39,037,000 


Total assets 
Liabilities, Reserve and Capital 


ESE DINETACS  nioisioavssivlais a oso ow ee 860,000 
Additional reserve 

to provide bene- 

fits as per sched- 

LT Pa eer eae 10,525,000 
Losses and claims. 19,643,000 
————— $ 30,168,000 
Capital stock— 


Class A com. (254,100 shs. 


at par $1) and Class B 

com. (254,100 shs. at par 
ee ere 508,200 

Deferred surplus ...ccccccss 


7,500,000 


Total 
and 


liabilities, 
capital 


reserves 
eee cece eee $ 39,036,200 
Future Payments 


The deferred receivables and surplus 
represents the future payments of $500,- 
000 per year to be paid to the accident 
company by the Transamerica group in 
accordance with the terms of the pro- 
posal. In addition, there is a further de- 
ferred surplus not reflected in the above 
statement, consisting of the portion of 
the profits of the life company payable 
to the accident company under the terms 
of the proposal. 


Premium class 7 
MDB ot he ducatats. 16 skeen nels (20%) 50% 
MEI oe ousiaca Riprove Gictelcieterare biere 35%) 59% 
PEDROS eS acer e ih eeeece cote (45%) 65% 
BIO 5 o.b85,5 svar so thle Were ewes (55%) 73% 
MBN e. 5 o.prtce kes wee emus eiomios (65%) 78% 
Dae arhs sins, case wo sie eia is wuorerorr iets (90%) 93% 





*Percentage of original monthly bene- 
fit assumed conservator’s plan.  Per- 
centage of original monthly benefit as- 
sumed Giannini plan. 


Conditions “Hazardous,” Carpenter Says 


Commissioner Carpenter of California 
at the hearing in the Pacific Mutual 
Life stated that when it was taken over 
by the state department the condition 


was found to be “hazardous.” He in- 
sisted that his reorganization plan 
should be approved. Taking four 


months of this year he pointed out the 
mounting losses in the noncancellable 
disability department. The total im- 
pairment was found $22,226,000 after all 
accounts had been checked. The par- 
ticipating life department showed a sur- 
plus of $4,792,000 and $668,977 in the 
non-participating department. 

There are now three plans for the 
Pacific Mutual before the court, one 
being that of Commissioner Carpenter 






other the Occidental Life proposal 

the third by Roscoe Hess, providin 7 
rehabilitation and reinsurance. pif 
ney General Webb appeared in eal 
for the first time this week eral 
any further continuance. ™ 

A group of Chicago policyholder; 

the Pacific Mutual filed an answer j 
Los Angeles opposing the revised } 
habilitation plan of Commissioner Ca 
penter. They demand the removal q 
Mr. Carpenter as trustee and conser 
tor. 





Utilization of Attorneys 
Way to Get Cooperatio, 


(CONTINUED FROM PAGE 3) 


idea that the fact that he does not solic 
business is an essential part of a pro. 
fessional standing. Mr. Hirst, however, 
expressed belief that application of ski 
and knowledge and _ sacrificing one; 
selfish interests in behalf of the clien: 
is a more important aspect of a pro- 
fessional standing. 


Suggests Publishea Resolutions 


He suggested that resolutions shoul 
be passed and published urging tha 
wills, trust agreements and modes oj 
settlements be set up only after con. 
sultation with a competent lawyer. Mr. 
Hirst also suggested that material be 
placed at the disposal of agents which 
could be used to acquaint lawyers with 
the work of the agents and call atten. 
tion to cases which had miscarried and 
had to be dragged into the courts be. 
cause of lack of legal consultation. Mr. 
Hirst has treated some of these cases 
in articles in “Life Association News’ 
for July and September. 


E. C. Wier of Birmingham Is 
Resigning As Manager 





E. C, Wier of Birmingham, manager 
Union Central Life, has resigned and 
will announce his future plans in a 
month or so. He started with the com- 
pany in 1913 as cashier at Jackson, Miss. 
He then went to New York City in 1917 
and was an agent in the Knight agency. 
In 1926 he was appointed co-manager 
with V. C. Cavett of Memphis, operat- 
ing as Cavett & Wier. He was trans- 
ferred to Birmingham in September, 
1930. While in New York his average 
production was more than $500,000. The 
Birmingham agency reached its high 
mark in 1932 with $2,750,000. 
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» RECENT COURT DECISIONS 

















Olicyholders lm * 
an ansye General Rule Is Outlined 
ae revised Te 
atcionee Caf pernsylvania Supreme Court Sets Forth 
and pers. “ME Theory Regarding Effect of False 
oan Representations in Application 
he Pennsylvania supreme court, 
neys Bed district, “1 Evans vs. —_ Mu- 
‘ |, went out of its way to outline a 
Ooperation coal rule regarding the effect of al- 
ged false representation in the appli- 
PAGE 3) ction for life insurance. In view of 
eS not soli the frequency with which cases of this 
rt Of a prog sort have been arising, the court stated 
rst, however fa it considered it advisable to restate the 
ation of skijm chief principles applicable to this type 
ificing one; of case. } : 
of the clienfm The policy was issued on the life of 
t of a ool Edward W. Evans, without a medical 
examination, April 29, 1932. Evans was 

a years of age. He died the follow- 
olutions ing Aug. 9. The certificate of the at- 
tions shouli tending physician stated that the imme- 
urging that diate cause of death was cerebral 

modes of hemorrhage and the duration of the 
after con. [ast illness was one day. 
awyer, Mr, Good Faith Is Test 
Material be 
ents which The court held that where the state- 
Wyers with ments are made representations, the 
call atten. MM test of recovery is the good faith of the 
arried anjf™ insured in making them. The insurer, 
Courts be. MM to avoid the policy, must show they 
tation. Mr # were false and insured knew they were 
hese cases MM false or otherwise acted in bad faith 
on News’ in making them. In the present case, 
the court below acted properly in sub- 
mitting the case to the jury. 

In the application, Evans stated “one 
ham Is of the vertebrae would sometimes get 
out of its rigid position” and would be 
anager BH restored by osteopathic treatment. 

The court is not satisfied that these 
manager written statements suffice to show the 
sned and Me ‘quired bad faith on insured’s part in 
ins in a @ Making the application. At most they 
the com- indicated that insured had consulted an 
on, Miss, @ OSteopath at least once for dislocation 
y in 1917 of a cervical vertebra, that his death 
agency, had resulted from dislocation of the 
manager first cervical vertebra, which occurred 
- operat: while he was swimming. 

‘ oo Did Not Realize Seriousness 
pos Nothing in the documentary evidence 
100. The showed that Evans thought or had any 
ts high reason to think the dislocations he suf- 
fered before his application for insur- 
etbion ance were more than slight and tem- 
porary indisposition, too trivial to be 
feported in the application. Judgment 
in favor of the beneficiary was affirmed. 

In Adams vs. Metropolitan Life, the 
same court held for the beneficiary, cit- 
ing the position that it outlined in 
Evans vs. Penn Mutual. 

Held Not to Be Trespasser 
The Federal Life has been over ruled 

by the United States circuit court of 
appeals, 7th circuit (Indiana) in its 
denial of liability for double indemnity 
— benefit where the assured was killed by 
<a a train while walking on a railroad right 
= of way. Among the grounds for denial 
| of liability was that the assured, in walk- 
ing on the right of way, trespassed in 
such a way as to amount to an illegal 
act within the terms of the policy. 

On the morning of the fatality, the 
assured had left his store and proceeded 
along the railroad tracks, which was 
the nearest route to his apparent des- 
tination. There were no sidewalks nor 
improved streets along the right of 

i way. The use of this track by pedestrains 


: at this point was open and notorious. 
here is no statute in Indiana which 
makes it unlawful for a person to walk 
upon a railroad track. All common law 
offenses have been abolished in Indiana. 
P There was substantial evidence to sup- 
port the implication that there was an 
implied license from the railroad com- 
Pany to the public and pedestrains to 
use the track, 
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Voluntary or Otherwise Rule 





Unsuccessful Attempt Made to Collect 
Double Indemnity Where Assured 
Breathed Leaking Gas in Sleep 





The oft litigated “Voluntary or other- 
wise” wording in the exclusion of death 
from inhalation of gas as basis for re- 
covery of double indemnity benefits, 
was subjected to a new test before the 
United States district court for the dis- 
trict of Maryland in Safe Deposit & 
Trust Co. of Baltimore vs. New York 
Life. The decision was in favor of the 
insurer. 

Death of the insured was allegedly 
caused by asphyxiation from gas and 
fumes escaping from a lighted gas 
heater while the assured was asleep in 
a hotel room. 

Plaintiff attempted to distinguish be- 
tween death from inhaling gas while 
awake and while asleep. The conten- 
tion was that while the phrase “volun- 
tary or otherwise’ may be sufficiently 
broad to include an involuntary action, 
as in breathing in or inhaling carbon 
monoxide gas in a garage while work- 
ing on an automobile, nevertheless it is 
not broad enough to include an uncon- 
scious inhalation by the insured while 
asleep. 

The court held that the argument is 
based on too narrow and limited a con- 
struction of the word “otherwise.” As 
used, the word is broad enough to carry 
the meaning of “in any other manner” 
and to include the inhalation of gas 
whether breathed consciously or uncon- 
sciously, voluntarily or involuntarily, in- 
tentionally or unintentionally. The word 
“involuntary” according to the court, 
aptly describes the physical act of 
breathing illuminating gas while asleep. 





Creditors’? Recovery Limited 


Sought Entire Pr ds of Policies But 
Court Allowed Only Premiums Paid 
While Assured Insolvent 











The New Jersey chancery court, in 
Borg et al. vs. McCroskery et al. has 
handed down an interesting decision in- 
volving the rights of creditors to pro- 
ceeds of policies. 

DeWitt McCroskery was the assured. 
Borg and other creditors claimed that 
the entire proceeds of two of DeWitt 
McCroskery’s policies were applicable to 
the payment of the assured’s debts, on 
the grounds that the assured, while in- 
solvent, changed his beneficiary on two 
policies from his estate to his brother, 
Harry. 

Harry McCroskery claimed that the 
utmost Borg and the other creditors 
could recover is the amount of prem- 
iums paid by the insured while he was 
insolvent and within six years prior ‘o 
bringing the suit. DeWitt McCroskery 
died insolvent in 1934, leaving debts 
of $77,000. He was in financial diffi- 
culties as far back as 1928. 

Sec. 38 of the New Jersey insurance 
law provides that proceeds of policies 
shall be free from claims of creditors 
except that the creditors may recover 
the amount of any premium paid in 
fraud to creditors, with interest. 

Sec. 39 governs the proceeds of poli- 
cies made payable to 2 married woman. 

Borg and the other creditors con- 
tended that Sec. 39 should be read in 
conjunction with Sec. 38 and that there 
was a legislative intent to protect only 
a wife named as beneficiary and her 
children. 

The court held that Sec. 38 is broad 
enough to include any lawful beneficiary. 
Sec. 38 and 39 should not be read to- 
gether. Under Sec. 38 the rights of 
creditors do not extend to the entire 








proceeds of policies on DeWitt Mc- 
Croskery’s life, but are limited to a cer- 
tain amount of premiums and Harry Mc- 
Croskery is entitled to the policy pro- 
ceeds less the amount of premiums paid 





thereon since Jan. 15, 1929. Dividends 
earned on the policies and applied to 
the payment of premiums cannot be de- 
ducted in ascertaining the sum to which 
crceditors are entitled. 








Honor Their Star Salesman 














President Julian Price of the Jeffer- 
son Standard Life is to be honored as 
“The Greatest Salesman of Them All” 
in a November birthday campaign in 
which 1,000 agents will participate. Mr. 
Price for many years was president and 
agency manager and so is close to the 
field force distributed through 25 states 
and the District of Columbia and Puerto 
Rico. 

The campaign is designed not only to 
get new business but to teach salesman- 
ship. All branch and district offices 
have been furnished great posters bear- 
ing a large picture of President Price, 
flanked by action pictures taken from 
a movie showing him in many charac- 
teristic poses. Branch managers will 
conduct agency meetings during the 
month, using as a theme at each meet- 
ing two characteristics of a good sales- 
man, selected from the list: Enthusiastic 
forcefulness, magnetic personality, dy- 





Julian Pric®™Greatest Salesman of them all 











namic spirit, keen intellect, distin- 
guished individuality, impelling per- 
suasion, courage and optimism. 

Miss Mary R. Taylor, President 
Price’s secretary will conduct a cam- 
paign Nov. 16-23, which will be desig- 
nated “Double Effort Days,” the re- 
sults to be presented to Mr. Price on 
his birthday, Nov. 25. Agency Manager 
A. R. Perkins has divided the territory 
in four groups headed by Superintend- 
ents of Agencies E. C. Klingman, Ralph 
Price, and M. A. White and Assistant 
Secretary Karl Ljung who will com- 
pete for top honors on a percentage of 
quota basis. 

President Price, who has just re- 
turned from an inspection tour of agen- 
cies in Texas, reports the Jefferson 
Standard has made a 5 percent gain in 
new paid business to date this year and 
a 3 percent reduction in first and sec- 
ond year lapse rates. 








In full color, this advertisement appears in a number of leading magazines asa part of the national advertising campaign of 


NEW YORK’ LIFE INSURANCE COMPA 


New York Life Insurance Company's reproduction of the painting by John Neagle, through the courtesy of 


Wren you were a child, did you ever watch 
the mighty blacksmith at his forge? What a 
fascinating sight it was! 

As he forged the glowing metal into a horse- 
shoe or the rim of a wagon wheel, so also can you 
forge a strong financial safeguard for the future. 

To “carry on,” you will want an income for 
your retirement with protection in the meantime 
for your family . . . guaranteed by a strong, old, 
well-managed company like the New York Life. 

For this purpose consider our new Annuity 
Endowment. It is issued in income units of $10-a- 
month. A good plan is to start one or more units 
from time to time until you have accumulated 
what you think you should have for your retire- 
ment . . . $100, $200, $300 a month, or more. 


The Pennsylvania Academy of Fine Arts 


“THE FORGE” 


To illustrate: An insurable young man at age 
25 starts one unit. His premium is about $30 a 
year for an income of $120 a year, payable $10- 
a-month, beginning at age 65 and guaranteed for 
life. He has the option of a smaller income at 
certain ages before 65. Later, as he can, he adds 
other units. If he died at any time before the in- 
come began, the Company would pay at least 
$1,000 per unit. Dividends could be used to re- 
duce premium payments or to increase the retire- 
ment income and the insurance protection. 

Remember, the sooner you start, the lower 
your premiums will be. Ask a New York Life rep- 
resentative for details based on your present age 
... Or write for our booklet, “‘ Retire with a Life 


Income,” to 51 Madison Avenue, New York,N.Y. 


To Our Policyholders and the Public: 


As the roaring fire and heavy hammer-blows test 
the strength of iron and its quality, so too the well- 
managed life insurance company is proven in the fires 
of economic experience. 


New York Life has met test after test through all 
the years since it was founded in 1845... the Civil 
and World Wars, plagues and pestilences, panics and 
depressions. Steadfastly, this mutual company has 
fulfilled every obligation it assumed. For New York 
Life policyholders it provides a strong financial safe. 
guard for the future. 


DWrrot.ou, Mumcmen. 


President 


The N E W YORK LIFE ... A Mutual Company founded 91 years ago on April 12, 1845 
SAFETY IS ALWAYS THE FIRST CONSIDERATION ..,.NOTHING ELSE JIS SO IMPORTANT 





